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In 1885, the parent Minneapolis-Honeywell 


Company made the first practical damper regu- 
lator. Since that time, Minneapolis-Honeywell, 
as a result of endless research and field experi- 
ence, has maintained its first position in the field 
of Automatic Control. - Today, with the Nation 
at war, if your customers must convert to solid 
fuel, specify and install the fully automatic, 
modern, M-H “Electric Janitor” ... Write for, 
handy to use, envelope stuffers and technical 
information. Minneapolis-Honeywell Regulator 
Company, 2721 Fourth Avenue South, Minne- 


apolis, Minnesota . . . Branches in 49 Cities. 


MINNEAPOLIS-HONEY WELL 








The Rota-Roll Pump 
used in Sundstrand 
Fuel Units is patented 
and manufactured 
only by Sundstrand. 
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especially in meeting new commercial standards. Accu- 
rately machined throughout, they are interchangeable, have 
standard 2-bolt or 3-bolt flanges, can be foot-mounted, or easily 
applied in other ways by means of adapters. So — in factory 
rebuilding, local-shop overhaul, or service on the installed oil 
burner — Sundstrand Fuel Units can be a big and profitable aid 
in restoring or improving original heating qualities. Sundstrand 
Fuel Units maintain steady pressure, run quietly, have quick clean 
cut-off. Precisely made, they are easy to install, reliable, durable, 


gS cecal Fuel Units are great for replacement service, 


economical. S-1 gives 2-stage performance on all ordinary 
installations; S-2, with its tandem Rota-Roll pumps, meets 
extraordinary requirements. Investigate the profit-producing 


possibilities of Sundstrand Fuel Units for replacement service. 
Write, today, for Bulletin S-12. 












Read This Booklet 


Booklet’ illustrated describes 
true rolling action of Rota- 
Roll Pump, reduced speed of 
rotor, anti-hum feature, bal- 
anced valve, two stage per- 
formance; has specifications 
and vacuum chart. Write for 

our copy, today. Ask for 
Bulletin S-12. 





The Silver Lining 


There are two ways to look at the situation in which the 
oil-burner industry finds itself. Since we have to take it, whether 
we like it or not, we might as well look at the silver lining 
instead of the black and threatening cloud. 

No use saying it won’t be a hard pull. It will be. It will take 
all the ingenuity, all the courage, all the stamina we can muster. 
But there’s a handsome reward for those who stick it out. 

New facilities for transportation, new techniques in process- 
ing, new fields for by-products—these will inevitably make fuel 
oil more available than ever, at lower cost to the consumer, when 
the war is over. In our present efforts to economize, all of us are 
learning tricks that will help us to greater service, and therefore 
greater profit, in the future. And when pent-up demand can 
finally assert itself, what a market there’ll be! 

When the time comes, you can bank on Perfex for the 
better-than-ever controls to go with the better-than-ever burners 
to be born out of our war lessons. 


PERFEX CORPORATION 


500 West Oklahoma Avenue Milwaukee, Wisconsin 
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Names in the news 


: SUBJECT PAGE * AUTHORS 
Cloud Wampler, executive vice-presi- 

dent of Carrier Corp., Syracuse, N. Y., Sell Summer Service 11 A. £E. COBURN 
has been elected president, succeeding the Oi . 

. il News Confusing 13 
late J. Irvine Lyle. Edward T. Murphy, N f 8 
senior vice-president and one of the Fueloil Prices Advance 14 
founders of the corporation was elected a Tale of Six Quarters 15 ROBERT GRAY 


member of the board of directors. 
RFC Financing Set 20 


W. H. Eaton, Jr., general sales manag- 


er of Shell Oil Co., Inc., New York, has Bill Aids Oil Economy 20 
been commissioned a captain with flying 
status in the U. S. Army Air Corps and 
is stationed at Maxwell Field, Ala. NEWS DEPARTMENTS 
Bert C. Astrup, Boston division man- Rit Bicljs Tisalen Mdaesl 
t 
ager for Shell, has been granted leave of OBI Holds Dealer Meetings 24 
absence to accept an assignment to the 5 Names in the News 
War Department. Arlin T. Doane, for- ASHVE Asks for Speed 30 
mer sales manager succeeds him as divi- 
sion manager, and in turn Lynfred R. 6 Trend of Sales 
Lyon becomes sales manager. Conference Backs Conversion 31 
J. C. Wayne has been appointed sales 8 Editorial Leaks 


promotion and ad- 


vertising manager of WPB Interprets L-79 28 


the Hotstream Heat- 38 New Products 
er Co., Cleveland, , 


manufacturers of 
water heaters and 41 Regulations we live by 
draft controls, ac- 
cording to L. R. 


Service Prices Fixed 30 


Appoint Industry Committees 24 





Mendelson, pres. 46 Degree-Days 
John O. Rosche, formerly with Chal- Rail Oil Movement at Peak 30 
mers Oil Burner Co., Minneapolis, and , 
Thermal Co., St. Paul, has joined the 47 Readers’ Forum 
engineering staff of Minneapolis-Honey- New Yorkers to Play 34 


well Regulator Co. : 
COPYRIGHT 1942, HEATING PUBLISHERS, INC. ALL RIGHTS RESERVED. NO 

D. W. Goldthorp, former managing PART MAY BE REPRINTED IN ANY FORM WITHOUT WRITTEN PERMISSION. 
editor of FUELOIL JOURNAL, has joined 


the Plumbing & Heating Branch, War 
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FACTORY SHIPMENTS, in Thousands of 
Domestic Oilburners & Units 
Domestic Gasburners & Units 
Domestic Stokers ———— 
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1940 1941 1942 


Shipments of Oilburners and Units 


Adjusted to include manufacturers other than the 148 reporting to 
Census Bureau, FurLom & Om Heat's estimates of shipments are: 











APRIL FOUR MONTHS — 

Percent Percent 

1942 1941 Change 1942 1941 Change 

Conversion 6,080 20,342 — 71 46,198 62,641 —26 
Boiler units 1,170 2,322 — 49 5,422 1,526 —28 
Furnace units 1,696 3,060 — 45 8,093 9,825 —17 
All domestic 8,946 25.724 — 65 59,713 79,992 —25 
Commercial 5,196 2,126 +144 17,498 9,427 +86 
Total 14,142 27,850 — 49 V2 89,419 —16 


120 120 
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Price Index: Conversion Burners: Jan. 1940 is 100° 


WHOLESALE RETAIL 


May 107.5 Six months ago 108.8 Six months ago 105.5 


101.0 May 


April 104.5 Yearago 90.6 April 104.3 Yearago 96.1 
May Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
Top price Low price Top price Low price Top price Low price 

Highest $300 $195 $600 $395 $555 $398 
Lowest 215 139 425 375 425 245 
May Aver. 259 181 503 388 477 332 
April Aver. 233 Whey 460 349 456 323 


Top price dealers have minimum retail prices of $200 or over on conver- 
sion burners; of $400 or over on boiler- and furnace-burners (less ducts). 










INDEX OF BURNER PERMITS in 43 Cities ——= wil 
260+ (Average of 1936-7-8 = 100) . 260 
INDEX, OF NEW HOME PERMITS 
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Trend of sales 





WITH FRESH RESTRICTIONS of one kind 
and another continuing to pile up against 
oilburner sales in May, nevertheless 10,- 
140 installations of burners and units 
were made during the month. While 65% 
below last year, yet it’s considerably more 
than most men in the industry believed 
probable. Burner permits from 38 cities 
were down 66%; reporting key dealers 
from both primary and secondary markets 
showed average drop of 64%. This makes 
total sales for five months (with one 
month estimated) 67,495 against 111,684 
in the same period last year, down 38.6%. 
Installations in May ran heavily to re- 
placements. From reports received it ap- 
pears that about 5,282, or more than half 
of the total, replaced old burners; 3,380 
went into new homes and 1,479 to other 
applications. 

The average key dealer sold 5.2 installa- 
tions against 14.3 a year ago. No burners 
were sold in the month by 29% of deal- 
ers heard from. One burner in ten sold 
was a commercial job, with one dealer in 
four selling them. 


PRICES: As the tables and charts on 
page 1 show, prices went up in May in 
every classification, dealers having lost any 
inclination to sell at tight prices to get 
other advantages, such as an oil contract, 
for oil contracts can’t be signed this year. 
Noticeable was the scarcity of conversion 
burner sales below $200, hardly enough to 
make that classification worth continuing 
in future. 


MATERIALS: Reporting key dealers had 
on hand an average of 18 burners, about 
the same as in April. Elsewhere in this 
issue is an analysis of total burner stocks 
in the country. 


CONVERSION TO COAL: With several 
Government agencies advocating a change 
back to coal in Eastern states by home- 
owners that have conversion burners, few 
have done more than think about it so far. 
Dealers know of no conversions in 65% 
of markets reported on, with most of those 
in the other 35% estimating that 1% have 
changed, a few as high as 2% in the an- 
thracite regions. 

SERVICE INCOME: With sales of new 
equipment restricted, dealers are being 
urged to place stronger emphasis on ser- 
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vice department income. If reporting deal- 
ers are representative, the campaign has 
not accomplished a lot thus far. Average 
May service income was $1,016, up only 
3% from $983 last year. May is down 
seasonally from April, which showed $1,- 
190 average. Service charges have been 
frozen at March levels by OPA, to be ef- 
fective July 1. Dealers may individually 
be able to get the service price ceiling 
changed by following procedure described 
in another article in this number . . . but 
it probably can’t be done for the industry 
as a whole. In view of frozen prices, only 
44% of key dealers believe it is going to 
be possible to operate their service depart- 
ments at a profit, with 56% convinced 
it can’t be done. About the same number, 
though not necessarily the same dealers, 
feel that way about overall profit outlook. 
Now that service charges are to be frozen 
at an unprofitable level, 57% of the deal- 
ers see only losses ahead on their opera- 
tions as a whole. Typical comments on 
this question were: 

“We have had a free-service market; 
does the law mean we must continue this? 
... A number of service organizations in 
our city are quitting; we will maintain 
service for our customers’ convenience; 
our only profits are in oil... We're sell- 
ing some new services never sold before, 
as insulation, weather strips and painting, 
handling the account and earning a com- 
mission .. . We are considering going into 
insulation; we can’t exist this way .. . 
Our service prices have been OK; freez- 
ing them won’t hurt us, but will our com- 
petitors who gave free service .. . I have 
always charged $4.00 for a service call; 
I’m sorry for those who gave it away... 
Massachusetts Oil Heating Assn. is in- 
vestigating service costs, to appeal to OPA 
for consideration . . . Sales of renovations, 
accessories, modernizations, sometimes 
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Oilburner Installation Permits 


for New and Old Homes 


MAY 1942 5 MONTHS 1942 





Oilburner* and Building Permits 


OILBURNERS — - DWELLINGS 

May May J MONTHS May May 5 MONTHS 
1942 1941 1942 1941 1942 1941 1942 1941 
0 55 10 201 Albany, New York e a He aa 
174 417 1082 1999 Baltimore, Maryland 81 324 840 1629 
as ae we me Binghamton, New York 0 12 13 33 
re me we = Bloomfield, N. J. y 26 61 85 
69 160 366 662 Boston, Massachusetts 16 20 83 179 
19 37 Es 206 Bridgeport, Conn. Pe lg a mp 
Pp ea ae wa Buffalo, New York 2 22 a 82 
Des Moines. Iowa 84 86 376 273 
Fes ne a es Detroit, Michigan 562 929 4092 4776 
5 28 45 107 Elizabeth, N. J. G.-— 3 5 12 
1 31 48 94 Freeport, New York ne a me ‘es 
: me a a Greenwich, Conn. 2 23 20 66 
Pe ee ae Be Hackensack, N. J. 1 14 38 42 
49 30 263 282 Hartford. Conn. ey se me <a 
50 175 368 511 Hudson County, N. J. a AS aa aa 
1 y. 47 70 Irv:ngton, N. J. 8 0 31 2 
Bi a4 ae Lynn, Massachusetts 0 28 24 59 
21 7 58 78 Meriden, Conn. ae a “es aa 
30 45 133 186 Milwaukee, Wisc. 58 84 283 398 
31 71 233 356 Minneapolis, Minn. 63 135 281 490 
0 20 37 71 Montclair, N. J. ae ar ai a 
me a6 e3 a Morristown, N. J. 0 2 6 5 
3 32 70 126 Mt. Vernon, New York oe 4: <3 *C 
6 81 150 315 Newark, New Jersey ae 
7 15 100 135 New Bedford, Mass. pe +a 
0 45 54 113 New Haven, Conn. es és 
3 3 12 11 New Orleans, La. ae a re re 
1 11 33 64 New Rochelle, N. Y. 1 2 19 18 
29 221 640 753 Manhattan, Bronx, Rchd. if Be AF a 
120 W 545 332 Norfolk, Virginia 39 52 744 208 
5 3 9 13 Oakland, Calif. Sa ee aca pits 
22 63 215 269 Omaha, Nebraska 11 71 258 325 
2 8 30 33 Orange, New Jersey 1 0 3 7 
1 16 30 50 Passaic, New Jersey Ae tn ote <3 
2 31 42 82 Paterson. N. J. 1 28 14 98 
fs a4 me ae Plainfield, N. J. 5 3 25 20 
1 32 58 123 Portland, Maine - 17 18 52 
33 196 903 890 Portland, Oregon 182 180 583 768 
11 52 177 322 Providence, R. I. 3 13 39 74 
be ae a Reading, Penna. 0 8 8 18 
6 71 59 252 Richmond, Virginia 5 12 192 63 
12 38 166 138 Rochester, N. Y. a ne ba Pe 
2 19 58 83 Rockville Center, N. Y. 0 12 14 63 
ag ae he Salem, Massachusetts 0 1 6 10 
49 48 225 177 St. Louis, Missouri ad 90 ae 367 
37 68 329 443 St. Paul, Minnesota 5 89 159 312 
24 36 141 174 Schenectady, N. Y. 4 aa =e “a 
ae : “ ae Seattle, Washington 200 253 921 1043 
es ay Se oe Springfield, Mass. 25 16 243 103 
0 24 43 87 Stamford, Conn. =p a aa a5 
1 9 19 34 Syracuse, New York 1 13 60 53 
ms ae ars Trenton, New Jersey 0 0 1 1 
a me a Ae Utica, New York 0 - 57 17 
60 255 673 1391 Washington, D. C. wa bei = ‘rs 
ade we oer a West Orange, N. J. 3 16 17 44 
5 31 40 112 Wh te Plains. N. Y. 1 7 3 24 
6 65 91 209 Wilmington, Delaware 0 18 13 77 
23 65 139 293 Worcester, Mass. me wa ae = 
10 50 ue 206 Yonkers, New York a re a3 re 
931 2759 7888 11867 Totals 1366 2512 9551 11452 
—66.3 —33.6 ~~ Percent Change —45.6 —16.7 23 





*Permits are not total sales in each market since none are repored from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu- 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 


erroneously called service, are profitable 


% % 

New Old New New Old New 
1 O 100 Freeport,N.Y. 23 27 46 
? 1] 0 Irvington.N.]. 30 22 55 
21 OO 100 Meriden,Conn. 43 §F 90 
0 3 O Mt.Vernon,N.Y. pate 
0 3 0 Oakland Calif. aie, oe 
Oy 0 Passaic,N.]J. 4 26 13 
Or J 0 Portland.Me. 42 28 60 
2 O 100 Ro’kvleCtr..N.Y. 33 25 57 
1 O 100 Salem,Mass. ay “vate, Wer 
10 14 42 Schenectady,N.Y. 31 110 22 

1 48 2 St.Louis,Mo. 1 179 

36 71 34 207 422 33 
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... We reduced service call charge from 
$4 to $3; big increase and less complaints; 
service is a one-man business, means 
elimination of all sales staff; fueloil profits 
are negligible, so it’s going to take a good 
cash surplus to pull through . . . Can they 
put price ceilings on service labor?” 
STOKERS: March factory shipments of 
domestic stokers were 11,752 against 9,- 
880 the year before, up 18.9%. For the 


first quarter, shipments this year were 
26,525, a rise of 21.3% over the 21,868 
in the same 1941 period. 

GAS HEATING: Conversion gas burners 
shipped in March were 763; boiler units 
were 440; furnace units were 1,490, or a 
total of 2,693 gas heating jobs. A year 
ago the March total was 5,982. Shipments 
of gas heating equipment for the first 
three months were 16,936, down 24.2% 
from 22,346 last year. 














The Fourth of July has come and gone 
without word from anyone in authority 
to show how much fuel is going to be 
available next winter. The clock keeps its 
monotonous beat, unbroken by any con- 
vincing call from Washington to definite 
action. Time is getting short. It is Govern- 
ment’s move. 

There has been, it is true, a general 
alarm about an oil shortage. This alarm 
had the familiar odor of others that had 
spoiled, and in the heat of mid-June it 
was considered likely that this one would 
be over-ripe before fall. Oilburner users 
generally have ignored it. 

However, the need may be urgent this 
time—or may not. But the smallest dealer 
knows that it takes much more than the 
unsupported cry of “Wolf,” at this time 
of year to get the homeowner’s attention. 
In June he will not voluntarily spend 
money on his heating plant. If the need 
is real, it must be supported by facts, fig- 
ures, and an intensive selling campaign. 
May and June have gone. Less than 90 
days remain, and there still is no visible 
sign of supported direction from the only 
people in position to know the facts. 

Somebody must make up his mind— 
and do it soon. Civilian inconvenience in 
war time may be desirable, but civilian 
suffering will be as effective as bullets in 
slowing our victory. No alibis next winter 
will excuse official dawdling now. 

Oil tanks and coal yards are almost 
empty. Coal users are buying less than a 
third of their requirements, and deliver- 
ies even now are falling behind. Oil users 
are not allowed to stock at all. If Joe 
Smith, American, has to cut down the 
tree in front of his house, or break up the 
bureau as he did in the winter of 1917-18, 
he should know about it today. If he 
should tear out his oilburner, insulate the 
attic, or buy storm doors, February is too 
late to find it out. He must have facts in 


July. 
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Pontifical statements in hundreds-of- 
thousands-of-barrels-a-day leave Joe Smith 
figuratively and literally cold. He is con- 
cerned only with gallons for Joe Smith’s 
tank. The problem isn’t easy, but it is 
easier than the transportation miracle that 
will have to be produced next winter in 
lieu of action now. 

Newspaper reports are more confusing 
than helpful. The trade knows nothing 
about the true situation, and the public 
knows less. 

Customers are asking questions that 
dealers can’t answer. There is no choice 
but to go to the one source that can force 
the information out. Ask your customers 
to write to Franklin D. Roosevelt, White 
House, Washington, D. C. 
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Fueloil rationing for next winter is be- 
ing mentioned furtively; so furtively, in 
fact, that nobody has taken it seriously. 
Its implications demand much more than 
the passing attention it has received. 

It is certain that disinterested people 
are going to take the easiest course. That 
is a flat percentage cut in the amount of 
fuel allowed individual customers next 
winter, compared with their consumption 
in the 1941-42 heating season; an inequit- 
able and dangerous thumb-rule that ig- 
nores a user’s real needs. Because it takes 
no thought and little effort, it is the most 
likely scheme to be proposed. 

The oilburner industry went to its cus- 
tomers a year ago with a plea for conser- 
vation—“Save for Defense. War on 
Waste.” Hundreds of oilburner users took 
our advice and spent thousands of dollars 
to cut their oil consumption. Others main- 
tained lower temperatures to conserve 
fuel. The fact that they also saved money 
is beside the point. They helped to cut oil 
demand, as they were urged to do. 

If these patriotic people now are to be 
penalized for their effort, while others are 
allowed the same percentage of oil for 
their wasteful heating plants, the frequent 
and frenzied appeals to cut oil consump- 
tion lose much of the meaning they might 
otherwise have. You can fool some of the 
people only part of the time. 

Any reasonable rationing plan will al- 
lot fuel in proportion to the need. It is 
not possible, for obvious reasons of time 
and manpower, to make a heat-loss sur- 
vey of every user’s home, or to make effi- 
ciency testing compulsory, but there are 


simpler ways of arriving at approximate 
need. 

Oil Burner Institute is understood to 
have a plan under consideration that will 
put oil rationing, if necessary, on a more 
equitable basis. By giving a user an ap- 
proximation of the amount of oil he will 
be allowed, he can then decide whether 
he should insulate the house, buy storm 
sash, convert to coal, or decide to go cold. 

Percentage cuts, based on last year’s 
demand, also take no recognition of the 
weather. Four of the last five years have 
been warmer than normal in the northern 
sections of the country. It is reasonable to 
expect a colder-than-normal winter at any 
time. Certainly, no rationing plan that is 
based on last season’s consumption can 
be sound. 

Oil saving should be made by those who 
can make it easiest. Owners of efficient 
heating plants in insulated houses must 
not be penalized to supply fuel to oil-hogs. 

We can expect an excellent brand of 
official dodging on this matter, but it is 
essential to insist on equitable rationing, 
if and when it becomes necessary. 
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Ceilings went over service prices on 
July 1. Oilburner service, either by the 
call or on contract, must be sold at no 
more than the highest prices for similar 
work in March. 

There are no ceilings over fees for pro- 
fessional services. If your service man can 
qualify as a consulting engineer, his fee 
is beyond reproach. 

At the other end of the scale, there are 
no ceilings over wages. If the owner hires 
a service man to work on his equipment 
at some fixed hourly rate, the rate is not 
frozen. 

It is reliably reported that Leon Hen- 
derson will frown on any home-made in- 
terpretations to avoid the ceiling. 
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Automobiles planned for production 
after the war will be cooled, according to 
some present planning. 

One of the most ingenious of the de- 
signs uses the action of the shock absorb- 
ers to compress refrigerant for the air 
cooling system. With the piston fixed to 
the axle, and the cylinder attached to the 
body, the flexing of the springs will pro- 
vide the power. The rougher the road, 
the greater the cooling. 
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MILLION HOMES 





INNING THE WAR is now the country’s one big goal. Yet it 
is of vital importance to the nation’s health and morale that its 
homes be adequately heated next winter. 


This means the preservation of as much of the oil burner dealer 
organization as will not conflict with the war effort. In order to render 
the necessary service, and also be assured of adequate income, we 
suggest that dealers who are not already doing so follow the lead of 
many who have adopted the program of the Oil Burner Institute and 
the Emergency Committee for National Defense: 


1. Rearrange your shop, if necessary, to handle a repair 
business. 


2. Charge an adequate sum for service work—one that will 
return a reasonable profit. 


3. Try to render your customer a full heating service. He 
needs it as never before. 


4, Canvass your customers and others for repair and service 
work. Don’t wait for emergency calls. Gas and stoker 
users and those who burn hand-fired coal are also good 
prospects. 


Adherence to these principles will keep the home fires burning for 
the country’s 214 million oil burner users, and help conserve the 
precious oil supply. Equally important, it will enable you to stay in 
business and take advantage of the huge demand for automatic oil 
heat that will be released after the war. 


Published in the interests of the oil burner industry, 





THE TORRINGTON MANUFACTURING COMPANY 
TORRINGTON, CONNEC TICUWwTT 
Manufacturers of AlRotor Blower Wheels and AlJIRistocrat Quiet Propeller Fan Blades 
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STEAM, VATOR, VACUUM SYSTEMS 









































DURING 
WAR OR PEACE 
DELCO 
APPLIANCE 
“DOES THE JOB 
BETTER” 


PRODUCING FOR VICTORY 


IS OUR BUSINESS 


For all of us at Delco Appliance, there is only 
one goal—Victory that means the preservation 
of the American way of life. In order that our 
armed forces may achieve it with the greatest 
possible speed, we are working every minute of 
every hour, with all the resources at our com- 
mand. PRODUCING for Victory is our busi- 
ness ... a business that asks no finer reward 
than the success story contained in the telegram 
shown here. 





But production is only part of the job. Con- 
servation of vital resources is equally important. 
That’s whv, in discussing the business of auto- 
matic heating dealers, we say: 


CONSERVING ror victory 





IS YOURS... 
IF YOU ARE A 


| EAT 
Wleniile Ware 


OFFERING S&ich ss /ite SERVICE 


By preventing material-wasting breakdowns, and by promoting fuel 
economy, “Stitch-in-Time” service conserves resources vital to Victory. 
In addition, it helps give the home owner uninterrupted health-pre- 
serving heat for less money. 








As a Delco-Heat Minute Man, you can render “Stitch-in-Time” ser- 
vice that not only fulfills your obligations to your owners, but also 
keeps you and your organization in business for the duration. 


Special “Stitch-in-Time” Heating Analysis sheets enable you to sur- 
vey the owner’s heating plant . . . recommend necessary service .. . 
prove its value. The “Conserve for Victory” booklet is a perfect “door- 
opener”. And backing it all up is a consistent national magazine cam- 
paign, plus a wealth of local tie-in material that includes dealer ads, 
spot announcements, direct mail pieces, banners, posters, decals, 
stickers, etc. 

THERE MAY STILL BE A DELCO-HEAT “'STITCH-IN- 
TIME"' FRANCHISE AVAILABLE IN YOUR TERRITORY 


DIVISION OF GENERAL MOTORS 
CORPORATION °* ROCHESTER, N.Y. 


rs) 
sit 
































Sell Summer Service 


Proper Cleaning and Adjusting Pays Good Dividends 


By 
A. E. Coburn 


The Chinese doctor is paid to 
keep his patient well. Preventive 
oilburner service reduces the num- 
ber of annoying and expensive emer- 
gency calls during winter months. 
It offers the dealer an opportunity 
to serve his customers well at a 


profit to himself. 


i - is short. The heating season starts 
in 90 days. 


Those 90 days are tremendously impor- 
tant ones to dealers and their customers, 
because they represent the remaining time 
available for preventive service. This is 
the service that can cut emergency calls 
next winter, saving time, gasoline, tires, 
and annoyance, with a profit to every- 


body. 


Not all summer inspections, or summer 
clean-up calls, have been worthy of the 
name or the price. A few have been too 
ambitious and underpriced. Properly bal- 
anced, the summer check-up and clean-up 
is profitable to both the dealer and the 
customer. 


A thorough cleaning of the heating 
plant is essential this summer for best fuel 
efficiency during next winter, whether or 
not it is coupled with a service contract 
that will continue the service through the 
heating season. The check-up will un- 
cover possible sources of future trouble 
that can be properly handled during the 
summer with less inconvenience to the 
owner than may have to be endured by a 
winter break-down. Weak spots in the 
system caught in the check-up, must be 
called to the attention of the owner with 
advice on the seriousness of the situation 
and an estimate of the cost of repairs. If 
the situation is dangerous, it must be 
pointed out, but care must be taken to 
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avoid any exaggeration of the seriousness, 
or any “made work” that is not definitely 
to the advantage of the owner. Dealers 
who are selling summer work properly at 
present have all they can do with present 
man-power. 

Summer plans may be offered in vary- 
ing degrees of completeness and at vary- 
ing prices, according to the work done. 
These plans range all the way from a sim- 
ple vacuum-cleaning job on the heating 
plant, through oilburner service and 
check-up, to a thorough overhaul of the 
heating system. The work may be offered 
in any combination of these possibilities. 


Cleaning Vital 


A good vacuum-cleaning job, includ- 
ing wire-brushing the heating surfaces 
and removing all possible scale and rust 
is worth from $5 up—the “up” depend- 
ing on the availability and cost of labor 
in each territory and the thoroughness 
with which the job is done. When prop- 
erly done it is not a quick job, or an easy 
one. The more thorough the man is, the 
more likely he is to uncover cracks in sec- 
tions, leaks, dangerous corrosion, rusted 
smoke-pipes, and similar weaknesses that 
should come to the attention of the owner. 

Oilburner checking and cleaning should 
include much more than cleaning the noz- 
zle or distributor tubes, the strainer and 
wiping off the motor. Again, this check- 
up, when thoroughly done, is worth at 
ieast $5. It should include cleaning the 
nozzle and firing-head assembly, and 
cleaning the strainer, but the motor 
should be oiled and inspected for wear 
and possible need for repair, as well as 
getting its nameplate shined. Inspect the 
coupling and the pump for wear. Check 
the regulating valve on pressure burners 
for opening and shut-off pressures. Clean 
the fan and blower tube. A dirty fan can- 


not deliver the air for which it was ad- 
justed when clean. 

Check the transformer connections and 
inspect the high-tension leads for evi- 
dences of breakdown. In some burners 
the leads are likely to chafe against 
metal parts and injure the insulation. In- 
spect the porcelains for cracks. Clean and 
set the electrodes, and check position of 
the arc with the blower operating. 

Controls should be completely checked 
for operation and setting. Limit controls 
should be checked for proper operation. 
The primary control should be cleaned 





and checked for timing. If hot water is 
being supplied from the boiler, see if it 
is possible to reduce the aquastat setting 
to save fuel. Check low-water cutoff for 
proper operation after it has been cleaned 
of sediment. 

Inspect oil lines for leaks. If there are 
fusible link valves in the line, it is possible 
that they are inoperative. Check to see 
if fusible plugs, springs or the entire valve 
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NRC <mm 


STEAM, VAPOR, VACUUM SYSTEM—RECTANGULAR BOILER 








STEAM, VAPOR, VACUUM SYSTEM—ROUND BOILER 














6 Increase size of stem picec 





No. ITEM Yes 


1 Clean Heating Surfaces, flue pipe, chimney base 
Seal air leaks between sections and around doors 
3 Install new flue pipe 

4 Check chimney flue for obstructions 

5 Install draft regulator 

6 | Baffle flue passes. 

7 | Clean boiler water. 

"8 | Clean and repack water glass 


9 Insulate boiler. 





10 Insulate mains and risers 


u Repack radiator valves 


12 Repair radiator trap 
13 Install radiator vent valves 
14 Pitch mains and risers correctly 


15 Increase size of mains and risers. 





No Estimated Cost 7 Install Quick Vent valve. 


Install additional radiation 


1 
22 Remove radiator covers. 
3 


26 Install heat trap. 





18 Install booster or new section on boiler 
19 Replace leaky return under floor 


Install drain cock at lowest point on return 


Repair combustion chamber or install new or 
24 | Corbel rear wall of combustion chamber. 


25 Insulate around combustion chamber. 


| Estimated Cost 


ITEM Yes No 














[ TOTAL 








ESTIMATED SAVING | 





One of three heating plant analysis sheets that Delco has prepared for its dealers’ use. The other sheets, covering hot-water and 
warm-air systems are equally complete and visual. 


should be replaced. Wash strainers, and 
check the filter elements in wound-type 
filters for possible replacement. 

Combustion chambers should be cleaned 
and carefully inspected for signs of break- 
down. The chamber may need only to be 
pointed up, or it may need to be entirely 
rebuilt. Check the chamber size against 
the firing rate for possible need of rebuild- 
ing to increase combustion efficiency. De- 
posits of hard carbon may indicate need 
for redesigning the chamber. 

Combustion efficiency tests may be 
made a part of the summer check-up or 
sold separately, but every installation 
should be checked and adjusted for high- 
est possible efficiency before the heating 
season begins. The best possible adjust- 
ment of an existing installation may indi- 
cate an overall efficiency that could be 
materiaally increased by a small amount 
of work. Air leaks between sections may 
be revealed by differences in COs read- 
ing over the fire and in the breaching. Too 
high a stack temperature may indicate the 
need for baffling, either over the fire or in 
the flue passes. Every competent dealer 
will recognize the symptoms in his tests. 
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Further checks of the heating plant can 
be made, either as a separate maintenance 
service or in connection with one of the 
other summer plans. This service includes 
draining and flushing boilers, water treat- 
ment for steam and vapor boilers, clean- 
ing and checking low-water cutoffs and 
water feeders, checking for leaks, and seal- 
ing sections. Motors on winter air condi- 
tioning units and water circulators should 
be checked for wear or possible break- 
down. Inspect the belt on the forced air 
units, and the coupling on the water cir- 
culators. Flush indirect water heaters and 
hot water storage tanks. Check humidi- 
fiers for proper operation, and clean out 
mud and lime deposits. 

Check filters on warm air units for pos- 
sible replacement, and wash permanent 
filters. Inspect smokepipes for possible 
corrosion and seal leaks. 

Depending on the territory in which 
a dealer is operating, and the type of his 
customers’ plants, any one or all of these 
preventive service plans can be sold dur- 
ing the summer months. Customers this 
summer are conscious of the possible fuel 
shortage next winter, and are interested 


in getting the best possible efficiency cut 
of their heating plants. Most sales letters 
and personal sales calls emphasize the 
possible savings in a clean, well regulated 
plant, and the possibility of avoiding 
trouble in the critical months ahead. Every 
plan, properly priced and conscientiously 
performed, will pay the customer divi- 
dends on his investment, and keep the 
dealer busy during the summer months. 

Most value to dealers is in the needed 
work and modernization that close and 
careful inspection will uncover. Few 
homeowners realize what their heating 
plants and firing equipment need. With 
fuel prices much higher in the coming 
months than during last heating season, 
it is easy to show good dividends on money 
invested in better heating plant efficiency. 

Several companies have printed forms 
that record the COs, stack temperature 
readings and calculated efficiencies before 
and after cleaning and adjustment, and 
the probable savings from this work. This 
usually is followed by such further recom- 
mendations as the dealer has found ad- 
visable, and an estimate of further possi- 
ble savings is made. 
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One of the most practical and visual 
of these proposals now is being used by 
Delco in connection with its “Stitch-in- 
Time” service campaign. Delco has three 
separate analysis sheets; one for steam and 
vapor systems; one for hot water, and one 
for warm air systems. Each form contains 
a cut-away view of the heating plant with 
possible points of trouble or service needs 
numbered. In this way the customer is 
able to visualize the work to be done. Cor- 
responding numbers in a table spot the 
brief description of the work recom- 
mended, opposite which space is provided 
for an estimate of cost. 

The back of the form presents a tabu- 
lation of ten typical modernization jobs 


that were done a year ago, and the sav- 
ings that were effected (see page 15, May 
issue). Such a proposal is unusually effec- 
tive in showing the customer the need for 
completing the recommended work, and 
offers proof of probable savings that will 
quickly pay for the improvements. 

Oilburner users, and particularly those 
along the Atlantic Coast, are going to pay 
one-third more for their fuel this fall than 
they did a year ago. It will become in- 
creasingly important to save every possi- 
ble drop of oil. Dealers owe it to their 
customers to adjust and maintain their 
plants at highest practical efficiency. 

But time is short. The heating season 
starts in 90 days. 


Oil Supply News Confusing; 
Trade and Public “Sit Tight” 


) ranging from ap 
proval of a 24-inch pipeline to Mayor 
LaGuardia’s threat to haul oil in New 
York City sprinkler trucks, have tended 
during June to raise hopes for more oil 
along the Atlantic Coast, though little 
actual increase in oil movement has yet 
been noticed. Rail movement reached a 
record high of nearly 732,000 barrels 
daily during the week of June 20, and 
some small increase was recorded on the 
New York inland waterways, but stocks 
along the coast have not gained seasonally. 

Lack of statistics on the oil storage 
situation makes estimating difficult. 
Though some bulk plants are filled to ca- 
pacity, more of them are nearly empty 
in the eastern area. It is probable that the 
drive to convert as many domestic oil 
burner installations as possible to coal 
would not be helped by full bulk storage. 

Oil movement to the East Coast might 
be increased as much as 100,000 barrels a 
day by the increased use of existing in- 
land waterways, according to testimony 
given a subcommittee of the Senate’s 
Commerce Committee at Washington, 
June 10. In the time period since this 
hearing there has been some indication 
that inland waterway transportation is 
being used slightly more than formerly, 
and investigations are under way to in- 
crease this use. On the same day WPB 
approved the release of steel for a 24-inch 
crude line from Longview, Texas, to 
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Salem, Ill., a distance of 550 miles, com- 
pletion of which is expected by Decem- 
ber 1. Of the 350,000-bbl. daily capacity 
of this line, 250,000 bbls. will be trans- 
shipped at Salem for the East Coast. 


Frozen oil prices have been a major bar 
to greater shipment. Kenneth Huszagh of 
American Mineral - Spirits Co., New 
York, told the Senate committee that oil 
companies lost about $100 a car on oil 
hauled by rail, and frozen prices have 
the companies in the red more than 90 
cents a barrel on all bunker oil sold in 
New York harbor, including that deliv- 
ered to the Maritime Commission. In 
view of this situation there is no incen- 





SPEAKING OF ECONOMY 


Analysis of ten typical mod- 
ernization jobs done last year 
was made in the May issue. It 
was calculated that these in- 
stallations more than paid their 
cost the first year of improved 
operation in savings of 7-cent 
oil. The average saving was 
593 gallons on an average mod- 
ernization cost of $35.30. 

Present price of oil for these 
installations is 9.8 cents per 
gallon. At this price the mod- 
ernization will pay an annual 
dividend of more than 165% 
of the original investment. 
Few wild-cat stocks ever 
promised more. 











tive for oil companies to ship more than 
the minimum oil required. 

The only alternative to a considerably 
increased supply of oil in the East, is a 
huge reduction in demand through con- 
version of oilfired plants to coal, if hard- 
ship is to be avoided. OPC has announced 
that 20,000,000 bbls. a year of heavy oil 
has been saved by conversions up to the 
middle of June, and believes that at least 
as much more can be saved by other con- 
versions. 

Light oil conversions, however, have 
lagged far behind the intended rate, 
though threats and pleas by officials have 
been launched at homeowners. News- 
papers have cooperated with the campaign 
to frighten oil burner users, but have 
given little space to the more obvious 
possibility of reducing the demand by 
more efficient use of the oil. Dealers who 
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have been active in selling oil-saving ser- 
vice have generally been well received by 
homeowners, who feel that almost any 
alternative is better than handfiring their 
plants next winter. 

Scare publicity that has been released 
on the oil situation has not convinced oil 
burner users that they are not going to 
get oil next winter. It has confused them 
without being sufficiently definite to sell 
them, and this condition exists in the trade 
as well as the public mind. The attitude 
is “sit tight and see,” with few thorough- 
ly convinced that they will be cold next 
winter. Actual domestic burner conver- 
sions are few, though every oil burner 
dealer knows how hard it is to get home- 
owners interested in heating in June. 

Leaders in the industry are concerned 
over their responsibility to their users, and 
are waiting for facts that will allow a logi- 
cal conclusion. They refuse to advise their 
users on the basis of the present scanty 
supply of facts that have been released, 
and feel that over-cautious and interested 
people are advising conversion to coal 
without regard for the danger, expense 
and hardship that wholesale conversion 
would entail. Lacking any assurance that 
users will be able to get coal in sufficient 
quantities, even if they do convert, leaves 
oil burner men reluctant to make recom- 
mendations to their customers. 

New York City’s Mayor LaGuardia 
has been actively advocating adjustments 
in the name of the Committee of Atlantic 
States Mayors. On June 26 he put before 
officials in Washington a plan which was 
claimed could increase shipments east by 
200,000 bbls. a day. Prominent among 
these suggestions was the proposal that 
price adjustments be made to remove dif- 
ferentials in price that hamper the move- 
ment of oil out of the Great Lakes to the 
East. Transport capacity to move 200,000 
bbls. a day are available over the New 
York State canal system from the Lakes 
to Albany, and down the Hudson River 
to serve Connecticut, New York and 
New Jersey. However, these waterways 
are open only during the summer months, 
and any move, to be effective, must be 
immediate. 

The Eastern Mayors’ program sug- 
gested: 

1. Mr. Ickes and Price Administrator 
Henderson to revise oil price ceilings im- 
mediately to bring oil products from the 
Midwest to the Eastern area in large vol- 
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ume without out-of-pocket loss to dis- 
tributors. 

2. Mr. Ickes and Mr. Eastman to ap- 
point a single transport coordinator to 
mobilize Great Lakes and New York 
canal tank ships and barge equipment for 
intensive shuttle service to Atlantic Coast 
deep water terminals. 

3. Mr. Ickes to reverse the Sun and 
Keystone pipe lines between Philadelphia 
and Buffalo, Rochester and Syracuse, so 
as to move oil eastward. Mr. Ickes also 
would extend and enlarge the Plantation 
pipe line, now ending at Greensboro, N. 


Fueloil Prices 





C., to carry an added 30,000 barrels of 
petroleum products daily. « 


4. Temporary rationing of gasoline and 
fuel oil to be extended to Midwest states 
to make at least 200,000 more barrels a 
day available for eastward movement to 
the Atlantic Coast, pending completion 
of the 300,000-barrel-a-day pipe line from 
Texas to Illinois. 

Without a price adjustment, the ef- 
fect of the new pipeline on East Coast 
supply will be small, since there is no al- 
lowance for increased rail cost from the 

(Continued on page 49) 


Advance 


Throughout District One 


AN INCREASE IN PRICE of light fueloils, as 
well as kerosene and gasoline, along the 
Eastern Seaboard became effective June 
29. Price Administrator Leon Henderson 
said the increase was to finance the higher 
cost of transporting fueloil and other 
petroleum products by rail and barge, as 
compared to tanker haulage costs. 

The fueloil price increase is two cents 
a gallon and is effective in 17 Eastern 
States and the District of Columbia, also 
in the city of Bristol, Tennessee. There is 
no change in the price of heavy, or resid- 
ual, fueloils, since it is felt necessary to 
hold these down for the benefit of war 
industry. 

The increases have been allowed be- 
cause of the inability to work out arrange- 
ments for direct absorption by the Gov- 
ernment of the higher cost of moving 
petroleum products diverted from water 
to overland transportation because of the 
submarine warfare along the East Coast. 

While the Emergency Price Control 
Act of 1942 specifically authorizes pay- 
ments in order to maintain an adequate 
supply of essential commodities, arrange- 
ments could not be worked out at this 
time to absorb the higher cost of moving 
petroleum products. 

Therefore, in order to assure that the 
supply of petroleum products on the East 
Coast is not hampered, it became neces- 
sary to place the costs of this war-occa- 
sioned transfer upon Eastern users of 
gasoline, and, to a lesser extent, upon con- 
sumers of light fuel oils. 

In a special statement accompanying 


the amendments to present regulations, 
Price Administrator Henderson said: 
“The Office of Price Administration is 
keenly aware of the inequity of making 
consumers of petroleum products bear the 
entire cost of the submarine warfare 
against tanker movement along the East- 
ern coast. It is my own feeling, and one 
which I am sure is widely shared, that the 
higher cost of getting petroleum to the 
East Coast resulting from enemy action 
is an appropriate charge against the pub- 
lic treasury, just as is the cost of the patrol 
boats with which we sink the submarines. 

“Moreover, price increases of this sort 
have a bad dislocating effect on the whole 
cost situation of industries operating un- 
der our ceilings. Water borne fuel oil, for 
example, delivered at tanker rates is an 
economical fuel for most industries. 
Should it have to carry, even temporarily, 
land transportation rates, this would have 
a serious effect on prices charged by the 
industries which use heavy fuel oil. The 
fact that these increased fuel costs are 
temporary makes it especially desirable 
that the government absorb the higher 
costs rather than have them translated 
irrevocably into higher prices all along the 
line. 

“In the present situation, we have cor- 
rected this to the best of our ability by 
loading the increased cost on to gasoline 
and light fuel oils where it will not be 
pyramided. Admittedly, however, this is 
not a satisfactory solution. I hope a per- 
manent solution will be forthcoming for 
this and similar problems in the future.” 
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Tale of Six Quarters 


Modernization, Service, Fueloil Offset Burner Slump; Profits Up 


By 
Robert Gray 


From earliest days of oilheating, man- 
ufacturers have advised dealers how to 
conduct their businesses. The counsel was 
for the most part helpful and well re- 
ceived. But it isn’t often that a manufac- 
turing executive gets a chance to try out 
his dealer advice on himself, by becoming 
one. 

This is the story of one who attempted 
it. To complicate matters, he became a 
dealer just before the start of the most 
perplexing era in the industry’s history. 


ye is not a record of abundant profits; 
oilheating dealers have had little worry 
of late over income taxes. Their problem 
instead has been to block inroads into 
capital, to keep going month to month. 
Never has there been heavier drain on the 
ingenuity and resourcefulness of man- 
agement. 

When Timken - Silent Automatic 
stopped operating retail branches, these 
were sold, one by one, to local groups of 
men who could command enough capital 
and who could provide acceptable man- 
agement to reasonably insure continued 
operation. The Philadelphia branch, 
among the last to go, was bought by a 
grcap that included Lionel Jacobs, who 
became president and active manager of 
the new firm, Automatic Heat, Inc. 

Jacobs, a former vice-president and 
general manager of Electrol Incorporated, 
oilburner manufacturers, was now to put 
in practice the things he had advised 
dealers to do. That was in September 
1940. Jacobs would be last to claim that 
the venture has been entirely successful; 
profits have been small for the volume of 
business done; some expense items still 
call for improvement . . . but to the out- 
side observer the record of Automatic 
Heat, Inc., is impressive. 

When sales of oilburners and units fell 
80% from last Spring to this Spring, net 
operating profits did not vanish; instead 
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they went up. The answer was, of course, 
shifting emphasis from one product to 
another, from one sales activity to others 
—doing it frequently, week to week if 
necessary. 

Tables and charts on following pages 
record the results of this shifting em- 
phasis, of the new driving directions, but 
they don’t show much of the “how.” 
That is much harder to get. Several hours 
spent with Jacobs did not uncover any 
secret formula for getting orders in odd 
places, but one discovery was made: 
Jacobs is too new in the retailing business 
to have learned what “cannot be done.” 

He still clings to methods used by deal- 
ers back in °36 and °37. For example, he 
believes that you must have a strong force 
of able-bodied salesmen to sell in profit- 
able volume. 


In appearance the salesmen of Auto- 
matic Heat, Inc., are above average; 
they’re middle-aged family men, the kind 
you would enjoy as neighbors. There are 
12 salesmen today, two less than a year 
ago. With the many favorable employ- 


ment opportunities in a war production 
city like Philadelphia, holding 12 good 
men on a straight commission basis takes 
more than wishful thinking, and that’s 
what Jacobs puts into the job. 

To him the first element in oilheating 
success is the strong sales force; he puts 
the cart before the horse by keeping the 
salesmen’s compensation foremost in his 
mind. He knows that if the men stick to 
the job, it’s because their incomes are 
good, and in turn sales volume takes care 
of itself. 

Each Monday morning a sales meeting 
is held. Sales strategy is mapped, not only 
for the week ahead but also longer range; 
plans are adopted that might require ad- 
vance mailings, telephone canvas or other 
preliminary activity. Primarily, however, 
the Monday meetings are sales manage- 
ment conferences to decide what to do 
now. If it appears that some product 
won't sell well this particular week, the 
group tries to determine what will. They 
know money is waiting to be brought in, 
but how is it to be enticed? 
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This biographical sketch of Mr. Jacobs appeared in the “For Praiseworthy Achieve- 
ment, We Salute” column of the April 1936 issue of FUELOIL JOURNAL. 





LIONEL L. JAcoBs, Electrol’s Irish born, 
London bred, able assistant to the presi- 
dent, who went to Canada in 1910 to 
build a tar distilling plant, for starting 
as Montreal branch manager for Fess oil- 
burners in 1920 after 10 successful years 
with two large Canadian industrial com 
panies; for later managing two Toronto 
salesmen who each averaged 200 burners 
15 years ago; for his low opinion of a 
New Jersey retail salesman who boasted 
of 57 sales in 1935; for two distinguished 
terms as president of the American Oil 
Burner Association and the Oil Heating 
Institute; for his intimate knowledge of 
manufacturing, selling and installing burn- 
ers; and for being a graduate, cum laude, 
of the British Bee Keepers Institute. 
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Philadelphia has 12,000 Timken users. 
As far as Jacobs can learn, they are satis- 
fied with their equipment. It is usually 
easier to sell a person the second or third 
time, for confidence has been established. 
Many of the burners are serviced by 
Automatic Heat, Inc., other thousands 
supplied with fueloil. Thus, there is fre- 
quent active contact with many of these 
Timken users; they are on the books as 
repeat customers. 

The 12,000 Timken users have a com- 
bined income of 2'% million dollars a 
month. Two percent of that will take care 
of Jacobs and his men. This two percent 
is not too hard to get if the right product 
or service is offered at the most oppor- 
tune time. 

The accompanying chart and Table 1 
show how this has been effective in the 
18-month period from November 1940 
through April 1942. Automatic Heat, 
Inc., started two months before that pe- 
riod began, but the operating statements 
for the prior sixty days showed excessive 
profit, mostly a book profit, due to change 
in accounting methods when the branch 
was acquired. So November had the first 
useful statement. 

The 18 months have been divided into 
six three-month periods or quarters for 
easier study. The first two periods were 
completed before the fueloil shortage 
scare started in May a year ago, so prod- 
uct sales were seasonal for normal times. 
Fueloil sales were high, burners low, with 
billings for accessories, modernization 
and service brisk. 

When the fueloil shortage bugaboo 
broke in newspapers throughout the East 
in May, from a clear sky, it caught Auto- 
matic Heat, Inc., with climbing expenses, 
going into the stronger selling season. 
Burner sales in the May-June-July quar- 
ter were only a little below the previous 
period but in that season they should have 
been much higher. Again in the August- 
September-October quarter, sales of burn- 
ers were only moderately below the Spring 
quarter, but in normal years they would 
have been three times as much. 

The burner sales drop in the May-July 
period, coupled with the seasonal decline 
in fueloil, brought an operating loss, the 
only loss period in the six quarters. 

By July the Monday morning sales 
meetings were well into the “War on 
Waste” drive sponsored by the Oil Burn- 
er Institute. By use of advertising, direct 
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PRODUCT SALES BY QUARTERS 


NOV 


FEB 


MAY 
JUNE 
JULY fS 

Al 


AUG 
SEPT 
OcT 


NOV 


"Al 
JAN 
"42 


FEB 
MAR 
APR 

"42 


— KEY — 
ACCESSORIES, 
MODERNIZATION, 
SERVICE 


AMS 2n6 tits 








Vi) FUELOIL 


(1) In this first quarter of the 
study, oilburners were off sea- 
sonally from the Fall rush; mod- 
ernization and service sales 
strong; fueloil at peak. 

(2) Here oilburner and unit 
sales boom, contributing to the 
largest first quarter in the his- 
tory of oilheating; moderniza- 
tion and service slow. 

(3) In this quarter the storm 
broke; newspapers full of oil 
shortage scare; burner sales 
slumped contra-seasonally; oil 
and service sales weak; a loss. 
(4) Here the “War on Waste” 
drive took root; look at acces- 
sory, modernization and service 
sales—over $66,000. 

(5) Compare with No. 1, the 
same period year before; see how 
“War on Waste”’ sales and more 
fueloil volume offset burner 
slump; profits well up. 

(6) This Spring—fueloil saved 
the day on this quarter; tanker 
sinkings slowed modernization 








TABLE | 


sales; burners and units almost 
disappeared; yet a profit. 


Sales of Automatic Heat, Inc., Nov. '40 through Apr. '42 


Nov.’40  Feb.’41 May’41 Aug.’41 Nov.’41 Feb. ‘42 
Dec.’40 Mar.’41 June’41 Sept.’41 Dec.’41 Mar. ’42 
Jan.’41 Apr.’41  July’41 Oct.’41  Jan.’42 Apr. ’42 Total 
Equipment Sales: 
Oilburners and unitsNo. 101 214 179 184 69 45 789 
$28,511 $61,374 $51,516 $47,598 $20,985 $13,415 $223,399 
% of total sales 18 36 57 36 11 9 2% 
Gross profit 10,757 24,755 21,290 18,894 8,931 5,760 90,387 
Accessory Sales 4,847 11,033 14,590 30,473 24.886 15,941 101,770 
% of total sales 3 7 16 23 13 11 11 
Gross profit 1,791 3,969 4,524 9,981 7,633 5,071 32,969 
Service Department: 
Modernizations 12,893 7,501 3,829 13,263 15,680 7,880 61,046 
% of total sales 8 4 4 10 8 5 7 
Gross profit 6,567 3,953 1,446 7,078 8,451 3,366 30,861 
Service calls 18,440 13,150 4,798 23,173 21,846 12,691 94,098 
% of total sales 11 8 5 18 11 9 10 
Gross profit 6,754 3,651 993 8,427 4.213 y heb 26,613 
Fueloil Sales: 
95,883 76,824 15,936 17,552 241,508 96,729 414,432 
% of total sales 60 45 18 13 oT 66 47 
Gross profit 14.029 9,856 2,201 2,418 15,009 12.830 56,343 
Total sales 160.574 169,882 90 669 132.059 194,905 146.656 894,745 
Total gross profit 39.898 46,184 30,454 46,798 44.237 29,602 237,173 
All overhead expense 37,329 45,025 34,281 41,206 39,432 26,464 Deas ker 
Net operating proft 2,569 1,159 *3.827 5,592 4.805 3,138 13,436 





mail campaigns, by personal solicitation, 
Jacobs’ men sold the merits of fuel-sav- 
ing through modernization to many of the 
firm’s customers. In August results were 
showing up. 

The August-October quarter had sales 
of accessories, modernization and service 
of $66,909, or two and one-half times the 
previous quarter. Net operating profit in 


the period was the best of the six sur- 
veyed, although four other quarters had 
higher total sales. 

The impetus of the drive carried over 
into the November-January quarter, 
which had nearly as much “War on 
Waste” billing. 

Similarly, fueloil sales were pushed 
harder to offset burner sales losses, with 
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results clearly seen in the fifth and sixth 
quarters in the table, where fueloil sales 
are well above the corresponding period 
of the previous year, shown in the first 
and second quarters in the table. 

The calculation of gross profit appear- 
ing throughout the table is on a simple 
basis. These figures as such do not occur 
in the monthly operating statements of 
Automatic Heat, Inc. The firm’s account- 
ing system is thorough and too involved 
to explain here. Revealing gross profit, 
though, brings to light the fact that profits 
vary between different products. Gross 
profit averages 137% on fueloil, 502% 
on modernizations. 

Thus, while all of the product lines sold 
by Automatic Heat, Inc., are useful for 
seasonal balance of dollar volume, spe- 
cial effort on modernization sales brings 
richest rewards. 

The gross profit shown in the table was 
the difference between primary cost and 
selling price. Primary cost on sales of oil- 
burners, units and accessories is direct ma- 
terial, labor, installation and service re- 
serve; on modernization and service it is 
direct material and labor only; on fueloil 
it is cost of oil plus cost of delivery. 

In the 18-month history are two longer 
periods, of six months each, that are com- 
parable on a calendar basis: November 
1940 through April 1941; November 
1941 through April 1942. Table 3 com- 
pares sales and profit data for the two 
periods, shows improvement in both sales 
volume and net operating profits. 

The gross profit in the later period de- 
clined because much of the sales gain was 
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Showroom of Automatic Heat, Inc., on expensive No. Broad Street. 


in fueloil. (In mentioning for the second 
time less profit in fueloil sales, it is not 
suggested that such business is undesir- 
able—far from it, for in the 18 months 
examined Jacobs had $56,343 gross profit 
from this source; it’s one leg, without 
which the three-legged stool would have 
been in trouble). Fortunately, total over- 
head expenses dropped in the second six 
month period more than gross profit de- 
clined, so net operating revenue was up. 
Overhead was cut, but not too much. 
There is a temptation, when times are 
difficult to slash off overhead in too thick 
slices, forgetting that overhead supports 
the goose that lays the golden egg, mer- 
chandising activity. Too deep slashing 











Fueloil is an important leg on Jacobs’ three-legged profit stool. 
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stops the eggs; none at all stops the busi- 
ness . . . it’s a close point for decision. 

The best record of overhead cutting by 
Jacobs can be seen by comparing the most 
recent quarter with the corresponding one 
of the previous year. Tables 4, 5, 6 and 7 
show overhead comparisons this year with 
last for the February-March-April quar- 
ter, in the four main classifications. The 
overall reduction has been from $45,025 
to $26,464 or 41%, while sales decline 
was only 14%. 

If there were no factors in overhead 
analysis other than those we have dis- 
cussed, the cut would seem too deep, but 
Jacobs had other things in mind. He 
spends some time each month in Wash- 
ington, keeps his ear to the ground. When 
February brought serious tanker sinkings 
he foresaw fresh troubles ahead; he antici- 
pated probable stopping of burner sales, 
possible fueloil rationing and certain pub- 
lic apprehension over oil supply. 

So in February he cut drastically and 
showed, as a result, improved profits on 
lessened sales for the quarter. 

This latest quarter, and for that mat- 
ter this study as a whole, ends on a de- 
clining curve. The next month, May, was 
the first in which no burner sales could 
be made, except for replacements. With 
the oilheating public agitated over Gov- 
ernment talk of forced conversions to 
coal, it is not easy at the moment to sell 
modernization or accessory jobs; many of 
those will wait another month or two. 
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But the Monday morning “what-shall- 
we-sell-this-week” councils have not 
slackened, and until they do answers will 
probably be found: An important item of 
sale, not included in the figures shown, 
made its debut in March. It is a house- 
hold stirrup pump for fighting incendiary 
bomb fires. 

Seven of Jacobs’ salesmen, in addition 
to other work, sold 8,500 of these pumps 
in March, April and May. These pumps 
do not show up in the March and April 
sales figures because they have not been 
delivered and billed. The manufacturer 


had priority trouble on his materials, but 
that seems to be clearing now, so the 
pumps can go into wider sale. The retail 
price on those sold was five dollars, com- 
mission seventy-five cents, and a dollar de- 
posit was taken from purchasers. 
Automatic Heat, Inc., frequently sells 
to its established customers products, like 
the pumps, that are remote from heating 
applications. During the past year they 
sold about $5,000 worth of steel kitchen 
cabinet work . . . not enough to be an im- 
portant classification, but enough to help 
pay living expenses for a group of good 





men. Home insulation is now being added. 

Critics can find soft spots in some of 
the operating and expense data in the 
tables of this article. They are there to be 
found, but interest in finding them is 
largely academic. Practical executives, 
who are facing similar problems, will see 
and feel the overall picture, not alone in 
digits printed on a sheet, but in endless 
hours of cut-and-try, seek-and-find, give- 
and-take . . . the current pattern of suc- 
cessful oilheating management. They'll 
probably accord Jacobs and his crew a 
nod of approval. 

















TABLE 2 TABLE 3 
Sales Commissions Earned in 6 Quarterly Periods Comparison of sales and profits . 
Burners, Modern- , 6 months Nov. '40 through Apr. ’41 and 
Units, ization, poor oa 6 months Nov. °41 through Apr. °42 Percent 
Access’. Service Fueloil Total per Month Sales: ; y 1940-41 1941-42 Change 
Ist Qtr. $ 5,436 $ 2,057 $ 2,906 $10,399 232 Oilburners and units $89,885 $34,400 —62 
2nd Qtr. 13.747 1.259 2,482 17.488 388 Access., Modernization, Service 68.464 98.924 +45 
3rd Qtr. «12,318 546 566 =—-:13,430 299 Fueloil = 172,707 208,237 +21 
4th Qtr. 13,814 2,371 793 16,978 77 cee) ee = 
ith Ot 7,912 2,784 3,238 13,934 310 : Total Sales 276,456 341,561 +24 
6th Qtr. 3.509 1,316 2,704 7,529 167 Profits: ; 
Total 56.736 10,333 12.689 719.758 284 Oilburners and units 35,512 14,691 —59 
; Access., Modernization, Service 26,685 31,309 +17 
Fueloil 23,885 27,839 +16 
TABLE 4 pleat! Senaenire era 
Direct Installation Expense Feb. Feb. Total Gross Profit 86.082 73,839 mode 
Mar. % of Mar. % of All overhead expense 82,354 65,896 —20 
Apr.’41 — Sales Apr.’42 — Sales : TT TH a aa <7 
Wages, stockroom $ 756 1.0 $ 482 1.64 Net operating profit 3,728 7,943 +113 
Wages, surveys 823 | 678 23 
Small tools 121 .16 70 .24 TABLE 5 
Dei H 2 
G; pine we si a2 421 ig Direct Sales Expense Feb. Feb. 
as and oi 455 6 466 1.58 M % of M % of 
Automobile repairs 96 13 350 1.44 a “arr Sale. r 42 Sa le 
Automobile depreciation 151 21 216 73 C a af ‘ ales of — 
Preight 458 63 1 a Commissions $13,74 19.0 $3.509 ips 
Stationery & printing 9 01 3 Promotion material 1,600 ghey ly} 211 Ay 
Nabe td 331 46 199 ‘68 Advertising 1,021 1.41 654 2.22 
R > Traveling 2) 30 7 3 
= 2 3 218 74 Clubs, dues, entertainment —*162 22 22 07 
Light 52 07 31 WW ‘lubs, dues, en . — 2D, : 
Hoot 32 04 32 WW aay elephone 518 By 450 153 
Miscell ‘ "9 Ol 78 7 Stationery & printing 44 .06 ae a 
ae ' Insurance 20 03 58 .20 
Taxes—Social Security 78 14 43 15 Rent 484 67 484 164 
Taxes—Unemployment 234 32 132 45 Light 160 "92 97 33 
> Geta Pa i Heat 96 PA 86 Py -, 
Total 4,729 6.5 3,420 11.6 Taxes—Social Security 109 Ao} 83 BS 
Taxes—Unemployment 125 7 247 84 
TABLE 6 Salesmen’s bonus expense 600 83 Me sie 
Administrative Expense a leat eng ah 18.901 262 5908 17.2 
Apr.’41 — Sales Apr.’42 = Sales 
Salaries—executive $3,714 2.18 $1,970 1.35 TABLE 7 
Salaries, clerical 2,519 1.48 2,459 1.68 Direct Service Expense Feb. Feb. 
Stationery & printing 287 17 198 14 Mar. % of Mar. % of 
fice supplies 114 07 74 05 Apr.’41 = Sales Apr.’42 Sales 
Credit reports 395 23 113 .08 Wages, stockroom $ 727 3.92 $ 524 2:52 
Telephone 253 1S 205 14 Wages, office 1,730 8.38 2,069 10.10 
Postage 265 .16 659 45 Automobile use 1.204 5.84 1,260 6.15 
Insurance 332 19 304 21 Gas and oil 860 4.16 824 4.00 
Interest 64 .04 89 .06 Automobile repairs 196 95 139 .68 
Depreciation, furn. & fix. 36 .02 36 03 Automobile depreciation 137 66 106 aoe 
Miscellaneous 394 23 425 29 Telephone 530 2.56 472 2.29 
Rent 270 16 270 18 Small tools 91 44 ee oa 
Light 82 05 48 03 Freight 46 22 _ ? 
Heat 49 .03 48 .03 Stationery & printing 396 1.92 = ea 
Taxes—Social Security 59 03 42 .03 Insurance 428 2.07 276 1.34 
Taxes—Unemployment 180 a 122 .08 Rent 108 152 108 Foe 
Legal & accounting 114 .07 125 .08 Light 32 = 19 .09 
Management expense acct. 875 5 sae - Heat 19 .09 19 .09 
Adjustments 97 .06 as ral Taxes—Social Security 114 55 124 .60 
Organization expense oo rs 122 .08 Taxes—Unemployment 214 1.03 370 1.80 
State tax : 32 .02 Commissions 1,259 6.10 1,316 6.63 
10,099 5.95 7,341 5.00 Total 8,091 39.0 7,626 37.1 
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OIL-O0-MATIC DEALERS 
HAVE THE ANSWER! 





PRESENTED AT A SERIES OF DEALER CLINIC 
* DURING THE MONTH OF JULY 


WILLIAMS OIL-O0-MATIC HEATING CORPORATION 


BLOOMINGTON * ILLINOIS 


OIL HEAT, July, 1942 19 





RFC Financing Set for 


Manufacturers and Dealers 


PROVISION HAS BEEN MADE for oilburner 
manufacturers and dealers to get money 
on their frozen stocks of conversion burn- 
ers, boiler units and furnace units. All 
burners and units must be complete with 
controls, capable of proper operation. 
Manufacturers are given a commit- 
ment by Defense Supplies Corporation, a 
subsidiary of the Reconstruction Finance 
Corporation, binding DSC to purchase 


the equipment specified. With this com- . 


mitment the manufacturer can borrow the 
‘money at his local bank, or sell to DSC. 
Procedure for manufacturers is to write 

to Thomas J. Ahearn, Jr., Defense Sup- 
plies Corporation, 33 Liberty St., New 
York, N. Y., for an official contract form. 
It is advisable to submit with the request: 
1. The latest financial statement of the 
company, showing its total business, and 


a separate statement covering the oil burn- 


er department of the business only. 

2. An inventory of completed burners 
and units identified by model, serial num- 
ber, Underwriters Label number, and any 
other identifying markings. 

3. Accurate cost figures covering raw 
materials, freight, labor, and some detail 
on the overhead included in the cost. 

4. A statement that the stock in ques- 
tion is, or is not, free of any other com- 
mitment. 

5. Present location of the stock, 
whether at the factory or in a warehouse. 

6. Evidence that the person making the 
application is qualified to sign a contract 
binding the company. This probably 
would include a certified transcript of the 
by-laws, proof of election to office, a copy 
of any resolution of the Board of Direc- 
tors authorizing the applicant to act in the 
matter, or similar evidence. 

On the signing of the contract the man- 
ufacturer pays a commitment fee of V2 
of 1% of the aggregate value of the stock 
of burners and units DSC agrees to buy. 

When the manufacturer has the com 
mitment from DSC he may then borrow 
from his bank, or he may ask DSC to buy 
the stocks as committed. If DSC buys the 
burners and units, they are marked “Prop- 
erty of Defense Supplies Corporation,” 
and left at the manufacturer’s plant. The 
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manufacturer is permitted at any future 
time to buy back any part or all of the 
stock at cost, plus any incidental expenses, 
plus 4% interest for the period DSC has 
owned the burners or units. 

Dealers are offered much the same re- 
lief under the terms of the Murray-Pat- 
man Act. Under this !aw the dealer may 
apply at any one of 30 regional loan agen- 
cies of the RFC. Offices are located at 
Boston, Chicago, Detroit, Minneapolis, 
New York, Omaha, Philadelphia, Port- 
land, Ore., Richmond, St. Louis, San 





Francisco, Seattle, Spokane, and other 
principal cities. 

Dealers may apply at the nearest office 
of RFC either in person or by mail, and 
must submit: 

1. A financial statement. 

2. Present inventory of complete burn- 
ers and units, identified by model, serial 
number, Underwriters label number, etc. 

3. Cost of the stock (factory prices in- 
cluding freight). 

4. Detailed breakdown of overhead ex- 
penses. 

Though the Murray-Patman Act au- 
thorizes RFC either to purchase dealer 
stocks, or make loans with dealer stocks 
as security, it is believed that for the pres- 
ent RFC will only grant loans. This policy 
may be changed in the future. 


Connaly Bill Designed to 


Bolster Petroleum Economy 


SENATE BILL 2562, known as the “Con- 
naly Bill” is now the subject of Senate 
Committee hearings preparatory to its be- 
ing submitted to members of the Senate. 


The Atlantic Coast Oil Associations 
Conference recently distributed a resume 
of the Bill’s major provisions to member- 
ship of Eastern fueloil associations, urg- 
ing that all possible be done to expedite 
its passage. 


The Bill establishes a War Petroleum 
Corporation managed and directed by the 
Petroleum Coordinator for War. The 
Corporation will have the power to make 
loans to petroleum enterprises, if such 
loans are fully and adequately secured; 
to purchase petroleum and petroleum 
products; to pay transportation charges 
covering the movement of petroleum and 
petroleum products; and to transport and 
to store petroleum and petroleum prod- 
ucts. 


Loans and purchases may be made and 
transportation charges paid in order to 
cause supplies of petroleum and petroleum 
products to be delivered into shortage 
areas, the construction and expansion of 
transportation facilities, the conduct of 
refinery operations to assure the produc- 
tion of essential types of petroleum prod- 
ucts, the maintenance of adequate re- 
serves and production of petroleum and 
petroleum products, and the transporta- 
tion and storage of essential petroleum. 


The Bill provides that in making pur- 
chases or paying transportation charges 
the purchases and payments so made may 
cover only the excess costs experienced 
by the operator as a result of complying 
with the Petroleum Coordinator’s recom- 
mendations on the quality or quantity of 
products produced or means of transpor- 
tation employed. In making purchases the 
Corporation may pay prices in excess of 
the ceilings set by the Office of Price Ad- 
ministration, when necessary to accom- 
plish the objectives of the Bill, but may 
not sell in excess of those ceilings. 

The powers of the Corporation are 
vested in the Petroleum Coordinator for 
War not only because the Petroleum Co- 
ordinator for War is now charged with 
the duty of maintaining an adequate sup- 
ply of petroleum and petroleum products 
for war and essential civilian uses, but 
also because to discharge this responsibility 
it is essential that the fiscal as well as 
technical aspects of the problems of petro- 
leum supply be vested in the one organiza- 
tion possessed of the requisite experience. 

The Corporation is to exist only for 
the period of the duration of the war and 
so long thereafter as it shall be necessary 
to enable the Corporation to liquidate its 
affairs. The Corporation is not intended 
as a permanent Governmental organiza- 
tion. The Corporation shall have a capital 
of $500,000,000 subscribed by the United 
States of America. 
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Dust-Stop’s Free 1942 
Sales Plan 
Can Get You Business 


Wu THE WAR has stopped part of 
your business, it has made others 
of your services easier to sell. 


Various agencies of the Government 
are encouraging heating- efficiency. And 
people know that their furnaces have to 
last. So they’re more willing than ever 
before to spend maintenance money. 


There are plenty of furnace repair and 
cleaning jobs. And lots of filter replace- 
ments. On filter replacements alone you 
can net up to $3 a year on each warm- 
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HOW Do YoU KEEP 


THESE DAYS, BILL? 











air furnace you service. What’s more, 
filter business gives you a chance to see 
what repair and check-up work is needed 
on furnace equipment. 
Here’s How Dust-Stop Helps— 

You get free mailing pieces . . . free 
newspaper mats. . . free postcards . 
free radio scripts . . . free window and 


counter displays . . . free reminder labels 
. free 


to paste on prospect’s furnaces . . 
card file for names and follow- 
up dates. 

And you get national ad- 
vertising in such magazines of 
big circulation as these: The 
Saturday Evening Post, Life, 
Better Homes and Gardens, 


«Reg. U.S. Pat. Off. 





WHY, I'M UP TO MY NECK IN — 
FILTER REPLACEMENT AND FURNACE 
REPAIR WORK, GOT ON THE TRACK 
THROUGH DUST-STOP'S DEALER HELPS. 
















and American Home. 


With this kind of help, many furnace 
dealers are getting service, repair work, 
and filter business on as many as 300 
furnaces a year. 


Get in touch with your Dust-Stop dis- 
tributor today. Ask him to show you 
“Pulling Profits Out Of The Air,”’ Dust- 
Stop’s sales plan that is help- 
ing many dealers find new 
business. 


Owens-Corning Fiberglas 
Corporation, Toledo, Ohio. In 
Canada, Fiberglas Canada, 
Ltd., Oshawa, Ontario. 
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Convent- 


Converts Furnace from Oil to Coai- 








Quick Facts on the Convert-O-Grate 


HAT ITIsS—An amazing, complete kit for re-converting Gun-type Oil 
Furnaces to coal. Includes all necessary parts and ash removal equipment. 
Fits 80% of all domestic gun burner installations. You make preliminary 
installation NOW in 2 hours’ working time. Customer continues to burn 


oil if available. If oil shortage forces conversion to coal, your Service A 

Man completes job in 8 minutes. And when oil is again available, YOU 

GET YOUR OIL CUSTOMER BACK—takes only 8 minutes to remove = 

grates and complete change back from coal to oil! | in 
er 










KEEPS YOU IN BUSINESS! The Govern- . SAVES OVER HALF of ordinary conver- 
ment wants fuel oil consumers to change to Vy sion cost! Convert-O-Grate installed sells 
coal. One million homes with oil burners are for as little as $30. It saves about 65% of 
begging for help. Now, when your customers what consumers would pay for conventional 
ask you ‘““WHAT SHALL I DO?”—Convert- re-conversion. 
O-Grate is your answer! It solves their prob- 
lems—and solves yours . . . keeps your cus- 
tomers, and keeps them happy. SEMI-AUTOMATIC. Convert-O-Grate 
y burns economical pea coal—using oil burner 
PRESENT EQUIPMENT stays ready for blower for draft. Thermostat still regulates 
Vy future use. Oil pump and ignition are dis- furnace. No fuss, no bother. Another big 
connected but not removed—oil burner stays advantage Conver t-O-Grate has over old- 
fashioned re-conversion jobs! 


right in place. 






QUICK! CONVERTS IN 8 MINUTES! BURNS EITHER OIL OR COAL. Cus- 


There’s your big selling point to consumers! tomer is safe—because he can use whichever 
After original installation, they change to fuel is available). AND REMEMBER—that 


coal in a jiffy, the moment they can’t get oil. means he’ll come back to you the minute you 
No delay—no more danger from shortages! can accommodate him! 
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Pays Big Profits Quick! 





a-or back again-IN 8 MINUTES! 


Dealers Say “It’s a Natural!” 
Hundreds of Consumer Inquiries Pouring In 


by Mail, Wire and Telephone 








ACT FAST! Here’s your chance to make 
money NOW! Here’s your chance to stay 
in business, keep your oil burner custom- 
ers, and make a sweet profit while you’re 
doing it. Because now oil burners can burn 
COAL too—and switch back to oil immed- 
iately whenever it’s available. Get these 
easy sales—QUICK! Mail the Coupon! 


HEATING DIVISION 


PN Nol She): am X6)-) al 1 Lol Gey VA 


6707 Eastern Avenue, Baltimore, Maryland 
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There’s a big market for Convert-O-Grate right now, 
and dealers are hopping on the band wagon fast. First 
come, first served. Send us a telegram, or tear off and 


mail the coupon at once for your share of the profits. 


We’re not fooling when we say that Con- 
vert-O-Grate SELLS ITSELF! When oil 
burner owners hear about it, all they want 
to know is, ‘“‘Where can I buy it and how 
soon can I get it?’’ So don’t waste a min- 
ute. Read the quick facts about Convert-O- 
Grate at the left. Then mail the coupon or 


wire us for complete details and prices. 


HEATING DIVISION, 
Anchor Post Fence Company, 
6707 Eastern Ave., Baltimore, Md. 


on your new Convert-O-Grate. 


Iam an O Oil Dealer 


Dealer © Heating Contractor. 

I service -------- Conversion installations. 
Name.------------------------------------------- 
Address ----------------------------------------- 
City--------------------------- State ------------ 


Rush me full information and prices 


O Oil Burner 








Dealer Meetings Held 
Under OBI Sponsorship 


Dealer meetings were held by Oil Burn- 
er Institute at Philadelphia on June 16, 
and at Washington, June 22, following 
the Middle West meetings at Milwaukee 
on May 21, and at Minneapolis on May 
22. All were aimed at advising dealers of 
the situation and helping them to plan 
their activities. 

C. E. Lewis represented OBI at the 
Milwaukee and Minneapolis meetings, 
and reviewed the possibilities for dealer 
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action under the rulings now in force. He 
advised dealers to enter the conservation 
drive by bringing users’ equipment to the 
highest practical efficiencies, and selling 
service to keep equipment operating ef- 
fectively. 

R. M. Sherman was principal speaker 
at the other two meetings. He urged his 
Philadelphia and Washington audiences 
to go boldly ahead to put users’ equipment 
in the best possible shape before the heat- 
ing season starts, and not to be annoyed 
by the conflict of orders and opinion out 
of Washington. He emphasized the re- 
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sponsibility of the industry to its custom- 
ers, and the greater need today for effec- 
tive service. 
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Industry Advisory 
Committees Appointed 


THE FORMATION of two industry advisory 
committees of interest to oilheating men 
was announced on June 22 by T. Spencer 
Shore, Chief of the Bureau of Industry 
Advisory Committees, W.P.B. 

W. W. Timmis, Chief, Plumbing and 
Heating Branch, is Government Presiding 
Officer for each committee. 

Members of the Temperature and Com- 
bustion Control Industry Committee are 
A. D. Cole, president, Cole-Sullivan En- 
gineering Co., Minneapolis; M. W. Crew, 
manager, Hotstream Heater Co., Cleve- 
land; E. E. Harwood, manager, White- 
Rodgers Electric Co., St. Louis; H. T. 
Kucera, vice - president, Marsh - Tritrol 
Co., Chicago; A. R. Herske, president, 
Au-Temp-Co Corp., New York; J. C. 
Matchett, vice president, Illinois Engi- 
neering Co., Chicago; J. W. Pauling, vice 
president, Minneapolis-Honeywell Regu- 
lator Co., Minneapolis; M. F. Rather, 
Johnson Service Co., New York; W. G. 
Van Etten, vice president, Conco Engi- 
neering Works, Mendota, IIl.; Warren 
Webster, Jr., president, Warren Webster 
& Co., Camden, N. J.; E. H. Ziebold, 
manager, Cook Electric Co., Chicago. 

Members of the Cast Iron Boiler and 
Radiator Industry Committee are: R. E. 
Daly, American Radiator, Pittsburgh, 
Penn.; V. A. Good, sales manager, Burn- 
ham Boiler Corp., Irvington, N. Y.; L. N. 
Hunter, vice-president, National Radia- 
tor Co., Johnstown, Penn.; John P. 
Magos, Crane Co., Chicago, Ill.; J. F. 
McIntire, vice-president, U. S. Radiator 
Corp., Detroit, Mich.; H. F. Randolph, 
vice-president, International Heater Co., 
Utica, N. Y.; Stanley K. Smith, vice- 
president, H. B. Smith Co., Westfield, 
Mass.; Lester O. Stearns, vice-president, 
Columbia Radiator Co., McKeesport, 
Penn.; W. R. Stockwell, Weil-McLain 
Co., Michigan City, Ind. 


© 


Shephard Heater Co., Watseka, IIl., 
has mailed dealers a digest of present limi- 
tation orders and their revisions, to show 
under what conditions they can sell today. 
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Time out on the road is “time in” for the enemy... 








KEEP YOUR TRUCKS IN ACTION 
WITH MACK SERVICE 


There is no time to risk break-downs on 
the road that can be avoided. The cost is 
now too great... cost in dollars to the man 
who owns the truck and cost in terms 
of time lost to the nation’s war effort. 

You who own Macks have a special 
advantage. Because extra durability 
was built into them . . . they are less 
likely to break down. But because you 
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enjoy this advantage, you also have a 
special responsibility. You owe it to 
yourself and to your country to get the 
most out of your Mack, to keep it roll- 
ing, to prevent minor troubles from de- 
veloping into serious ones. 

This calls for regular, periodic check- 
ups... check-ups and adjustments which 
your nearest Mack dealer or Mack fac- 


tory branch is best equipped to provide. 

Ask about the Mack “Preventive 
Maintenance Plan.” It will save you 
money, make sure that you get every 
trouble-free mile your Mack was built 
to give. It means a better return on 
your investment . . . and more jobs done 
well and on schedule for your country. 
MACK TRUCKS, INC., LONG ISLAND CITY, N.Y. 


THE MOST COMPLETE LINE OF TRUCKS IN THE WORLD— 
1 TO 45 TONS AND ALL HEAVY DUTY 





Close off some rooms! . . . Keep the temperature to 
68 degrees! . . . CONSERVE OIL! Statements like 
these are appearing in the headlines of our news- 
papers almost every day. 


For years, this company and other companies manu- 
facturing oil burners and oil burner accessories 
have been working hard to promote the use of oil 
heat and to provide home owners with good oil 
burners. During this period of time the price of oil 
burners was materially reduced. You men—the oil 
burner dealers—played your part in this accom- 
plishment. 


You have sold the home owners of this country over 
2,000,000 burners. You have educated them to the 
economy of oil heat, to the convenience of oil heat, 
to the fact that oil heat is healthful heat. 


Now, all of the people that you have talked with, that 
you have educated, that you have helped, and that 
you have sold, are, through no fault of their own, ina 
position where the only fuel that they can use in their 
existing heating plants is being curtailed. 


They are going to have to close off part of their 
homes. They are going to have to keep the temper- 
atures in those homes at a lower degree than has 


always been considered normal and comfortable. 
Even the amount of fuel that they can purchase may 


be rationed. They need all the help that can be given. 


There’s a big job to be done, and you and all other 
oil burner dealers are the only ones who can do it. 
You will have to do it. 


You'll have to do it because these people will need 
it; because it is the patriotic thing to do. You'll have 
to do it if you expect to be ina position to capitalize 
on your past efforts; to insure your future welfare; to 
recoup the losses you are suffering now. 


You can accomplish all these things by visiting every home you 
have equipped with a burner; by checking these burners and 
seeing that maximum heat is obtained from every drop of fuel; 
by bringing sluggish burners up to peak efficiency; by repairing 
them; by furnishing new parts to replace inefficient parts. 


The Webster Electric Company is in an outstanding position to 
help you do this. 


If you find a burner with a poorly operating fuel: unit, one of 
these stations can quickly supply you with a Webster Electric 
Fuel Unit for replacement. If you find a burner on which the 
ignition transformer is not operating properly, there is only one 
way in which you can correct this deficiency and that is by re- 
placing the transformer. The Webster Electric Service Stations 
and representatives listed below, can be of very material assist- 
ance to you. 

By utilizing the service which they can render, you will be doing 
the big job that has to be done for the public. You will be ful- 
filling your responsibility to the government. You will be sup- 
porting a leader of the industry who has always supported you. 
And finally, but most important, you will be protecting your 
present and future interests. 


WEBSTER ELECTRIC COMPANY, Racine, Wisconsin, U. S. A. Established 1909 
Export Dept.: 100 Varick St., New York City. Cable Address: ‘‘ARLAB”’, New York City 








WEBSTER ELECTRIC SERVICE STATIONS AND SALES REPRESENTATIVES 


Ignition Transformers, Fuel Units, and Parts 


California, Los Angeles 
California, San Francisco. 
Connecticut, West Hartford 
Illinois, Chicago 

Illinois, Winnetka 

Iowa, Des Moines 
Maryland, Baltimore 
Massachusetts, Cambridge. 
Massachusetts, Waltham... 
Massachusetts, Wollaston 
Michigan, Detroit 
Minnesota, St. Paul 
Missouri, St. Louis. 

New Jersey, Elizabeth 

New York, Albany 

New York, Brooklyn 

New York, Brooklyn. 

New York, Jamaica 

New York, Valley Stream 
Oregon, Portland 


Pennsylvania, Philadelphia. 


Rhode Island, Providence... 
Washington, Seattle. 


Garland-Affolter Engr. Corporation 
Garland-Affolter Engr. Corporation 


..Bell Pump Service Company... peta 


Braun Bros. Heating Supply Compan 


Braun Bros. Heating Supply Company. . . ; 
..414—12th Street............. 
.1011 Greenmount Avenue 


Delavan Engineering Company 


.R. E. Michel Company 
.Cronin Supply Company 


Cronin Supply Company 
W. S. Plummer 
Wm. G. Boales Company 


.Thermal Company, Inc. 


Brass & Copper Sales Company. 


.Certified Fuel Unit Service Company 

.Certified Fuel Unit Service Company 
. .Eveready Specialties Company 
..The Capson Company... 


Sid Harvey, Incorporated... 
Sid Harvey, Incorporated 


. .Garland-Affolter Engr. Corporation. . 
. Certified Fuel Unit Service Company 
..Providence Plumbing Supply Company. . 
. Garland-Affolter Engr. Corporation 


.124 W. 4th Street. 
. Rialto Building 
.. 100 Park Road... 
3146 W. Chicago Avenue..... 


812 Oak Street 


60 Broadway... 
157 High Street 


.. 109 Lincoln Avenue 
6429 Hamilton Avenue.... 


2448 University Avenue 
2817 Laclede Avenue 


600 Spring Street............ 
1018 Central Avenue......... 
1724 Flatbush Avenue........ 


106 Rogers Avenue 
138-76 Queen Boulevard 
104 E. Mineola Avenue 


.. 1233 N. W. 12th Avenue 


3412-14 W. Allegheny Ave 


. .47 Pine Street 


532 First Avenue South 


. .Sales Representative 


ales Representative 


Service Station 


. Service Station 


Service Station 


. Sales Representative 


Service Station 


..Service Station 


Service Station 


. .Service Station 
. .Service Station 


Service Station 
Service Station 


. Service Station 
. Service Station 
. Service Station 


Service Station 
Service Station 
Service Station 
Sales Representative 
Service Station 
Service Station 
Sales Representative 
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Fair Dealing 








WPB Interprets the 
Plumbing-Heating Order 


Interpretations in the form of questions 
and answers on L-79 Amended were is- 
sued June 29 by the Plumbing and Heat- 
ing Branch of WPB. These included the 
following questions and answers: 

Q. Are breeching, flue pipe, air ducts 
and fittings restricted by the definitions of 
the order? 

A. No. 

Q. What is the correct definition of 
“space heaters” as used in Order L-79? 








MRE VITAL a in 
jor 4s Iupodant - 
INSTALL 


LEVELOMETER 


TANK GAUGES 
“Thegne Dependable 


—_ 


A LEVELOMETER 

gauge on an oil tank 
installation eliminates 
guesswork—it insures ac- 
curate readings at all 
times. 








Convenient, remote read- 
ing:—LEVELOMETER dial 
may be located at any 


Large Model 
c LEVELOMETER 
reasonable point from 12 x 12” ease 


tank and—large gradua- 
tions and numerals make 
it easy to read. 


LEVELOMETER tank 
gauges, approved by 
Underwriters’ Labora- 
tories, operate on an ex- 
clusive adaptation of the 
hydrostatic principle. No 
liquid is used in indicator 
to be affected by tem- 
perature changes, to 
evaporate, stain glass or 
to be blown out due to 
excessive pumping. 





Midget 
LEVELOMETER 
Lowest priced Remete 
Reading Gauge Built 


Get complete detalls 
regarding LEVELO- 
METER tank gauges— 
the Remote Reading 
gauges that insure ac- 
curate — trouble free 





Small Medel 
LEVELOMETER check-up. 
& x @& case 






Tut LIQUIDOMETER corp 


36-19 SKILLMAN AVE., LONG ISLAND CITY, N.Y. 







OIL CONSERVATION 





A. “Space heaters” as used in L-79 as 
Amended, means any above the floor de- 
vice, except unit heaters, using coal, oil 
or gas as fuel for the direct heating of the 
space in and adjacent to that in which the 
device is located, designed for use with- 
out heat distribution pipes or ducts as in- 
tegral parts of such heating devices. 

Q. Is the sale of coal burning boilers 
and coal burning furnaces restricted? 

A. Yes. 

Q. May a person replace an existing oil 
fired furnace or boiler, with a coal burn- 
ing furnace or boiler, or add a separate 
unit under paragraph (b) (8)? 

A. No. This paragraph covers only 
parts for conversion. 

Q. A person has an oil fired water 
heater in his residence, but because of the 
oil shortage is unable to secure further 
supply of oil for same. May he purchase 
a gas water heater by using the certifica- 
tion shown in paragraph (b) (6)? 

A. Yes. 

Q. May a person install a gas automatic 
water heater under paragraph (b) (6) or 
paragraph (b) (8) to replace, or add to, 
an existing oil fired summer-winter hook- 
up, water heating equipment? 

A. No, except in the case where the oil 
fired summer-winter hookup has been con- 
verted to burn coal, thus rendering the 
summer-winter hookup impracticable. In 
this case, he may install a separate water 
heater under paragraph (b) (6). 

Q. Is the sale of gas burning warm air 
furnaces restricted? 

A. No. Only coal or oil burning fur- 
naces are restricted. 

Q. Is the sale of an oil storage tank ex- 
cepted if specific appeal under M-68 has 
been granted? 

A. No. 
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Dealers May Sell 
Room Cooler Stocks 


IN RESPONSE to numerous requests, the 
Air Conditioning and Commercial Re- 
frigeration Branch of the War Produc- 
tion Board issued on June 25 a list of an- 
swers to questions most frequently asked 
by the industry. 

Of interest to oilheating dealers was 
one which clarifies the question of whether 
or not room coolers may be sold. A dealer 
or distributor, but not a producer, may 
sell from his own stocks all self-contained 





room coolers, evaporative coolers and win- 
dow type air conditioners that he had in 
inventory or in transit to him on June 15. 


<7) 
Abolish State-Line 


Trucking Barriers 
GOVERNORS of the forty-eight states have 
reached an agreement to suspend for the 
duration of the war such truck size and 
weight limitations, of their own state 
regulations, as have in past caused end- 
less confusion in interstate trucking. 


WHY EXPERIMENT? 


Kraiss! Products Offer 
Proved Performance 





Kraissl 
Class 60 
heavy oil 
pumps 


known and 
used as stand- 
ard equip- 
ment for many years. wherever inde- 
pendent pump and motor sets are re- 
quired and as booster pumps for pump 
type burners. 





Kraissl Class 72 
Strainers and Filters 


THY 


Single and duplex types for suction and 
discharge service. Any practical degree 
of filtration. A necessity on every fuel 
oil line to protect pumps and burner 
nozzles. Available for low pressures as 
well as high pressures up to 500 pounds 
hydrostatic test. 





Kraissl-Trumbull 
#522 Fuel Pump Unit 


for gravity type oil 
burners having a 
burning capacity of 
not more than 3 gal- 
lons per hour. A rug- 
ged, dependable, wall 
pump approved by 
Underwriter's Labo- 


ratories, Inc. 





Write for literature and dealers prices. 


THE KRAISSL COMPANY 


295 WILLIAMS AVENUE 
HACKENSACK, NEW JERSEY 
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Eight characteristics now limit uni- 
formly all interstate trucks. Permissible 
limits are: width 96 inches, height 12/2 
feet, length of a single vehicle 35 feet, 
length of a combination 45 feet, weight 
per inch width of tire 600 pounds, weight 
on a single axle 18,000 pounds, weight on 
two axles 30,000 pounds, weight on three 
axles 40,000 pounds, weight on semi- 
trailers 40,000 pounds, weight on other 
combinations 40,000 pounds. 
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Zimmerman, Airtemp, Urges 
All-Industry Program 


‘ALL THAT IS NEEDED to develop the tre- 
mendous potentialities of the heating and 
air conditioning industry, is a program 
for an all-industry educational campaign,” 
is the opinion of Paul B. Zimmerman, 
vice-president and general sales manager, 
Airtemp Division, Chrysler Corporation. 
He expressed it before the Semi-Annual 
Convention of the National Warm Air 
Heating and Air Conditioning Associa- 
tion in Chicago. Mr. Zimmerman urged 
every manufacturer connected with the 
heating industry, including warm air peo- 
ple, oil burner concerns, stoker companies, 
and manufacturers of vaporizing oil fur- 
naces, to join in supporting a common 
theme or “battle cry.” 

Pointing out that the public needed a 
“handle” to grasp the importance of auto- 
matic heating and air conditioning, Zim- 
merman suggested that some “rule-of- 
thumb” measure be worked out for a good 
heating system. “The public is eager to 
buy improvements for the home, but peo- 
ple must understand what constitutes a 
good heating system and what to expect 
of year-around air conditioning service,” 
he said. 

Zimmerman added that he felt it was 
time to get rid of misleading information 
and for heating and air conditioning men 
to be honest with the public and with 
themselves in the preparation of an edu- 
cational campaign that can be adopted by 
dealers and their salesmen all over the 
country. “When a theme is selected and 
an educational campaign worked out, the 
most powerful forces of the nation can 
be enlisted to aid the campaign,” Mr. 
Zimmerman said. “These include the fuel 
people—the industries that supply coal, 
oil and gas, the utilities all over the coun- 
try, and the technical and public press.” 
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To convert your 
FITZGIBBONS 


STEEL 


BOILERS 


to coal hand firing 


There is work to be done and money to be made — and a real service 
to customers — in converting Fitzgibbons steel heating boilers to hand 
firing with coal. We are prepared to supply for early delivery, grates, 
bases and required auxiliary equipment, for Fitzgibbons Oil-Eighty, 


400 Series, and R-Z-U Junior boilers. 


This conversion in no way prevents the ultimate return of your cus- 
tomers’ Fitzgibbons boilers to automatic heating, when their original 


fuel again becomes normally obtainable. 


When conversion to hand-fired anthracite is desired 





























An Oil-Eighty, 400 Series or R-Z-U Jr. boiler converted to 
anthracite hand firing. The only changes are in parts 
shown in black. These parts can be obtained from the 
Fitzgibbons service department. 


due to possible threatened 
temporary oil shortage in the 
locality, your customers’ 
Fitzgibbons boilers now au- 
tomatically fired can be con- 
verted quickly. This is a 
comparatively simple opera- 
tion, involving only the parts 
so designated in the picture. 
These parts can be obtained 
from our service department. 
By mailing the coupon below, 
you can obtain from us an 
illustrated bulletin giving full 
details on the easiest way to 
complete this conversion job. 
Clip and mail that coupon 
now, so you may be lined up 
to serve your customers, and 
leave them ‘‘set’’ for the du- 
ration—or until oil again be- 
comes normally obtainable. 


The FITZGIBBONS owner is fortunate 





their best. 


because should fuel rationing come, it would prove 
no hardship — Fitzgibbons fuel savings of up to 
40% will take care of that. You can secure the 
lasting goodwill of your customers by keeping their 
Fitzgibbons boilers correctly adjusted, clean, and at 


Fitzgibbons Boiler Company, Inc. 


101 PARK AVE., NEW YORK, N. Y. 


Send me the bulletin showing how to convert Fitzgibbons steel boilers 


to handfiring. 


I ecaveett se on Tk ee Address... 


Stier cekc. 
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Service Prices Fixed 


July 1 at March Levels 


PRICES that may be charged for consumer 
services were fixed on July 1, with ceilings 
at the highest price charged in March for 
the same service. This includes service on 
commodities such as oilburners and other 
heating equipment, except that used by 
commercial and industrial firms which are 
not classed as Ultimate Consumers. The 
new service ceiling is designated as Maxi- 
mum Price Regulation No. 165. 

The ceilings apply to all services done 
by the “job.” Direct employment of labor 
does not come under the regulation. Rates 
charged by consulting engineers also are 
excluded. 

Provision is made in the order for ap- 
peals in the case of seasonal service occu- 
pations, or where the service company can 
show that his top prices do not reflect cost 
increases between February 1 and April 
27: 
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ASHVE Points to 
Need for Speed 


ON JUNE 25, the Society of Heating and 
Ventilating Engineers War Service Com- 
mittee delivered its findings and recom- 
mendations to Secretary of the Interior 
Harold L. Ickes, coal and petroleum coor- 
dinator. Though the report has not been 
made public, it is understood that it em- 
phasized the need for speed in whatever 
action is to be taken on heating. 





accessory equipment to meet the existing 
emergency. 

Time is short—the heating season starts 
in 90 days. 
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Rail Movement of Oil to East 
Establishes New Daily Record 


DURING THE WEEK ended June 20, the 
average daily delivery of petroleum prod- 
ucts to the East Coast states by rail 
reached a new high at 731,760 barrels. 


However, this was only slightly above the 
731,520 barrel daily average in the week 
ending June 13 and still well below the 
800,000 barrel peak predicted for July. 
In the week ending June 6, daily average 
was 666,810. 

In the June 20 week it is estimated that 
the new record volume was unloaded from 
24,392 cars. Including cars that were on 
the way back West for reloading, it is 
calculated that the East Coast service em- 
ployed 56,000 cars, taken largely from 
other sections of the country. This indi- 
cates average round trip time of 16 days. 








In response to the offer of the Society | 


to make its research and other facilities | 


available to the government, Secretary | 
Ickes requested the Society’s cooperation | 
in finding a solution for the current fuel | 


supply problem which faces the eastern 
states and the Pacific Northwest during 
the coming winter. 

The members of the War Service Com- 
mittee who presented the report, Chair- 


man B. W. Woods and W. L. Fleisher, 


made it plain that current surveys must | 


accurately determine the amount of fuel 
(coal and oil) that is expected to be avail- 
able in the critical areas and offered four 
specific methods, which could be progres- 
sively applied to meet even the most dras- 
tic fuel conservation program, and sug- 
gested specific methods to inform the pub- 
lic promptly concerning economic and 
speedy methods of adapting or installing 


30 
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And 


THE NEW marine terminals set up for military and civilian 
wartime economy operate for the most part on a clockwork 
t role, 


precision basis. Metering theref: 





plays a p 


Checks All Products. “Our Red Seal meters give us an 
accurate check of all products handled,” reports Capitol Oil 
Corporation (Madison, Wis.), whose Dubuque, lowa, marine 
terminal here pictured has a monthly throughput of approxi- 
mately 1,000,000 gallons of gasoline, kerosene and fuel oil. 


All gallonage is handled on a temperature basis. 











rca 





All Accounted For! 


M 4 ; 
ft y is 





receiving correct gallons.” 


Tank Trucks Also Metered. Each truck in the entire Capitol 
ished with a Red Seal Print-O-Meter, 
which provides the customer with ra printed ticket showing 
9 9! d. There can be no dis- 
pute. Accurate split-compartment deliveries are made pos- 


transport fleet is f 





the exact, metered gall deli 





sible—and easy. 
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luable from Capitol’s own stand- 
point — and that of its customers, who “are assured of 
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DeGolyer New Assistant 
Deputy Petroleum Coordinator 


E. DE GOLYER, one of the country’s best 
known petroleum geologists, was ap- 
pointed Assistant Deputy Petroleum Co- 
ordinator by Harold L. Ickes, Petroleum 
Coordinator for War, on June 18. 

The new Assistant Deputy Coordina- 
tor was a pioneer in the introduction of 
geophysical methods into the art of pros- 
pecting for oil. For his achievements in 
this regard, he has been twice honored. 
He received the ‘sonatiiid F. Lucas gold 


medal of the American Institute of Min- 
ing and Metallurgical Engineers in 1940, 
and, in 1941, was the recipient of the 
coveted John Fritz Medal. 

Mr. DeGolyer holds the honorary de- 
gree of Doctor of Science of the Colorado 
School of Mines; is a past president of 
the American Institute of Mining and 
Metallurgical Engineers and of the Amer- 
ican Association of Petroleum Geologists; 
an honorary member of the Society of 
Exploration Geophysicists; a councilor of 
the Geological Society of America, and a 
Director of American Petroleum Inst. 





Atlantic Coast Conference 
Urges Conservation— 
not Conversion 


THE ATLANTIC COAST OIL ASSN. CONFER- 
ENCE met June 10 in New York and ad- 
dressed to Harold L. Ickes, Petroleum Co- 
ordinator for War, the following resolu- 
tion urging fuel conservation as more ef- 
fective than conversion of oilheating 
plants to other fuels: 


The policy of conservation of all fuels, 
as opposed to conversion, has the follow- 


ing outstanding advantages: 












































1. The saving of transportation on 
thousands of tons of materials. 


2. The saving of much skilled man- 
power needed in the war effort. 

3. The saving of thousands of tons of 
critical materials much of which is now 
actually not available. 

Based on figures taken from actual ex- 
perience, conservation needs can provide 
for heating temperatures needed for 
health and minimum comfort with a re- 
duction of 25% of previous normal con- 
sumption of fuel oil. 





3” Red Seal Print-O-Meter is on every transport truck 
of the Capitol fleet. 

3” Red Seal Auto-Stop Meter, Mode! 240, on loading 
rack at Capitol’s marine terminal. 





1 4’ Red Seal Meter, Model 260, meters tank car or loadings at 


Conservation of some percentage of 
Capitol Oil Corp ‘s marine ¢ 1, D lows. 


Kerosene for cooking can be made with- 
out penalizing this use. 





The total of petroleum products that 
will be available, once determined upon, 
will indicate how much of the deficit in 
District No. 1 must be allocated to dis- 
tillate fuel oils. Only if conservation is in- 
sufficient to meet this deficit should con- 
version be resorted to to make up the dif- 
| ference. 











In order to get the much needed pub- 
lic cooperation, the proposed conservation 
must be predicated upon the public, and 
its suppliers, being definitely informed at 

once of the shortage to be met. Each con- 
Correct Installation and Mai Oil panies have y 3 
pei citle i Attain, ehitehnihie: trom: Cyt sumer and supplier can then initiate steps 
field engineers, for the correct installation or checking of | to be taken before cold weather is upon 


a Red Seal meter at any point in the bulk plant or on any P - P 
truck. Proper installation of the meter, with its sequins acces- them. Adjustments can be made in the 


Entire Output Metered. The Capitol transport trucks load 
out of the Dubuque terminal for both local and interstate 
hauls. Red Seal Auto-Stop Meters on the loading rack iene 


the point of final sale and wom An accurate, perpetual 
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inventory easily can be g and sales 
records are simplified. Exact measurement of deliveries is 
assured, with reduced spillage and waste. All stock losses 
are held to a minimum . . . not a single gallon remains 
unaccounted for. 








up fills—flow being cut off automatically at predetermi 
gallonage. Loading by meter not hg is tion it also 
"recalibrates” each truck tank compartment at every fill. 

Overland hauls of Capitol deliveries are made also by 
tank cars, routed from their railroad siding in the terminal 
yards. Metered fill of the cars is taken care of by a separate 
Red Seal loading meter, installed a few rods from the tracks 
and fill-pipes. 























Input Can Be Metered. Receivals often are metered by sories and tions, is tial to i fficiency consumers’ heating conditions so that 

marine terminal or bulk plant. An incidental, but appreciabl and service. me 

saving is made by the air release valve which prevents Complet int instructions — as to periodic proper provision for reserves of fuel can 

excess evaporation losses during the scavenging of tank cars cleaning of the strainer screen, etc.—likewise are vitally | be arranged. 

and barges. important, and of course are readily available. (See your ‘ f h f P 

Metering Controls Losses. Metered control of input, of Red Seal Service Manual.) Everybody knows that this is no Continuation of the present contusion 

output at the loading rack, and of tank truck deliveries, will time to neglect maintenance! | is damaging to public morale. It is under- 
| expose any discrepancies between i ing and outgoing By the same token, it is a time when the many advan- 





| mining public confidence in the Adminis- 
| tration’s ability to deal with this emer- 
gency. It is, moreover, preventing con- 
sumers from making changes that will 
conserve fuel that they would readily 
sanction providing they were clearly and 
definitely informed on the actual fuel 
situation in their own community. 


stock—and will identify any losses all the way through to we offered by your meters should be utilized to the utmost. 


METERS *: 


STO( RANSFERS © LOADING RACKS © DELIVERY TANK TRUCKS 





ae NEPTUNE METER COMPANY: Moin Office, 50 West 50th Street, > 
New York. Branches at Atlanta, Boston, Chicago, Dellos, Denver, 
Kansas City (Mo.), Lox Angeles, Louisville, Philadelphia, Portland. 
(Ore ‘San: Fronciace, ae had eee Ont. (near Tereatoh 


. 
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Oil-O-Matic Conducts 
18 Dealer Clinics 


TO Discuss with dealers the many prob- 
lems affecting their present operation and 
future outlook, regional managers of Wil- 
liams Oil-O-Matic Heating Corp., Bloom- 


ington, Ill., have called meetings for 18 


cities during July. 

Topics announced for discussion in- 
clude the fueloil situation, priorities and 
regulations, sales records of other dealers, 
increasing service revenue and possibly 
adding other lines. 

The meetings, from July 7 to 22, in- 
clusive, consist of one day each in In- 
dianapolis, Lansing, Chicago, Milwaukee, 
Minneapolis, Des Moines, Omaha, Kan- 
sas City, St. Louis, Charlotte, Richmond, 
Baltimore, Philadelphia, New York, Bos- 
ton, Portland, Hartford and Schenectady. 
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Anchor Post Meetings 

Show Convert-O-Grate 
IN ELEVEN EASTERN CITIES between June 
18 and July 2, inclusive, meetings were 
held by Anchor Post Fence Co. to explain 


to oilheating dealers the application of the 
new “Convert-O-Grate” to oilfired boil- 
ers and furnaces. 

Installed in conjunction with a conver- 
sion oilburner, it is said to be possible 
thereafter to convert from oil to coal or 
from coal to oil in a matter of few min- 


_ utes at such times as one fuel or the other 


may be unobtainable or undesirable for 
other reasons. 

The meetings, well attended, were held 
in Washington, Philadelphia, Baltimore, 
Newark, New York, Brooklyn, Boston, 
Providence, Hartford, Portland and Al- 
bany. Generous space was used in the 
larger metropolitan newspapers after the 
meetings, explaining the possibilities of 
the grate to homeowners. 
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Blackmer Pump Co., Grand Rapids, 
Mich., is distributing to fueloil firms a 
very useful wall hanging card titled, “Ten 
Ways to Make Your Rotary Pumps Last 
Longer.” Copies will be sent any inter- 
ested pump user on application to 1001 
Century Ave., S. W., Grand Rapids, or 
to any of the Company’s sales offices. 


National Radiator Prepares 
Oil-to-Coal Conversion Parts 


A COMPREHENSIVE STuDy of all old and 
new National Radiator boilers in regard 
to parts necessary to convert these boilers 
from oil to coal heating has been com- 
pleted by Karl Schlentner of Research 
Department, Louis Renc of Products Dis- 
tribution, J. A. Coltrin, Manufacturing 
and E. D. Stutzman, Sales Departments. 

An exhaustive check-up had to be made 
to cover the field of 20 to 45 year old boil- 
ers, boilers which have been discontinued 
and more modern oil heating units. 

New parts had to be designed in some 
cases and obsolete patterns and molding 
equipment had to be restored for many 
old boilers. 

National is now ready to cooperate 
with the OPA Fuel Conservation Pro- 
gram and provide parts necessary to con- 
vert oil-fired boilers to coal. 
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H. F. Harper, president of Motor 
Wheel Corp., Lansing, Mich., was pre- 
sented on behalf of his firm the Navy “E” 
at an impressive ceremony held on June 9. 











You have often helped US... 





Still available... 
the famous 


Johnson AVH 


We can supply this fine 
Rotary Burner in sizes ideally 
suited to military and 

war industry installations. 





Now, perhaps we can help YOU! 


WE owe a lot to the loyalty of architects, engineers, contractors and serv- 
ice men who have been emissaries of good-will for Johnson Oil Burners. 


Now...when the problem of getting needed equipment is so great... maybe 
we can return the favor. There are many Johnson Burners still available on 
A-10 or better Priorities. Not all sizes or types, of course... but more than 


perhaps you know. 







A WIRE OR LETTER describing what you need will get a quick 
“yes” or “no” from us... plus any constructive suggestions we can 
offer. Believe us... we'll try, really try... to help you. Give us the 
FREE 
COMPLETE 
SPECIFICATIONS 


chance if you have a heating “headache”. 





oS. T. JOHNSON CO. 


Avenue « Oakland, Calif. 


940 Arlington 
1 aN. Ph iva dé ¢ 1 pobi-a: Pa: 


40 Broad Street - 
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To Burn Fuel Economically 
a Big HIGH Firebox is Vital 
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Oil cannot be efficiently burned in 
a restricted space. Plenty of room 
and height must be provided for the 
gases to swirl and mix with oxygen 
in order to complete combustion... 
otherwise much of the fuel is un- 
burned and wasted. 


The cut-away view shows the gener- 
ous size and extra high firebox of 
Kewanee’s famous 83-R. 


Yet this is only one of many features 
responsible for efficiencies of 80% 
and more in normal “on the job” 
operation. 


Burning fuel completely and economically is not 
enough ... after that is accomplished the heat 


nine: Another Important Fact: 

must be used by transferring it to the water Regardiess of their type or 
in the boiler. size, any Kewanee Boiler can 
be quickly converted from oil 

Kewanee’s famous Two-Pass tubes hold the gases in to coal (stoker or hand-fired) 
the boiler until all the usable heat has been absorbed and back again, without 
by the water... making any changes in the 


boiler itself. 
Waterways are unobstructed, hence heat from the 


blazing fuel is not merely picked up quickly but 
rapidly transferred to the capacious steam space. 


KEWANEE BOILER CORPORATION KEWANEE, ILLINOIS 


babel Branches in 64 Cities 
Division of AMERICAN Radiator and “Standard” Sanitary Corporation Eastern District Office: 37 West 39th Street, New York City 
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Mr. B. Smart Says: 


= wi 


2) ( twEre's A KOVEN | 


WATERF/LM BO/LER 
FOR EVERY TYPE OF 
"(HEATING PROSPECT / | 














e. KOVEN WATERFILM 
BOILER FEATURES: 


I—QUICK HEATING LEADERSHIP —due to the KOVEN WATER- 
FILM'S PATENTED CONSTRUCTION which cannot be duplicated 
in any other boiler. 


2—ECONOMICAL OPERATION— Another Popular Feature of the 
KOVEN WATERFILM—the boiler whose fast steaming leadership 


results in Low Fuel Cost! 


3—RUGGED CONSTRUCT.ON— Designed and manufactured by 
KOVEN, one of the largest fabricators in the East. 


4—IDEAL FOR AUTOMATIC FIRING with OIL, STOKER or GAS. 





(THIS IS THE \ 
DE LUXE MODEL 











oN FOR 
BETTER GRADE 
HOUSES | 
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THIS MODEL‘O 
Se IS THE IDEAL 
sm [BOILER FOR THE 
SMALL HOM 


Recccaaudi aw 


















THIS SECTIONAL SERIES) 
FOR INDUSTRIAL 
AND APARTMENT 
|HOUSE INSTALLATIONS 
)~ SAVES EXPENSE 
BECAUSE /T CAN 
BE TAKEN THROUGH 
| A 2-FT DOOR/ | 














Write or telephone for complete details 
concerning these remarkable boilers. 


WATERFILM BOILERS, INC. 


154 OGDEN AVENUE JERSEY CITY, N. J. 


PLANTS: Jersey City, N. J. and Dover, N. J. 
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THE BOOK SHELF 





Books reviewed may be obtained 
through FUELOIL & OIL HEAT, 
Book Department, 232 Madison 
Ave.,NewYork.Check or money 
order is to accompany order. 
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AN OIL BURNER HANDBOOK, by L. J. 
Whelan; 245 pages; Master Plumber & 
Heating Contractor Magazine, Brooklyn; 
1942; $2.50. 

This is the second edition of this hand- 
book, and is considerably improved. The 
methodical presentation of fundamentals 
of oilburning is divided into three parts; 
Domestic Burners, Commercial Burners, 
and Care of the Burner. 

Mr. Whelan, a teacher, has put quiz 
questions at the end of most of the 23 
chapters, covering the subject matter, and 
checking the reader on the more important 
points. 

The parts on heavy oil burners and 
care of the equipment are new, and 
though of necessity must be condensed, 
they cover fundamentals. 

Chapters cover oils, types of burners, 
combustion, tanks, tools, installation, elec- 
tricity, controls, and service. 

The book is pocket size, and bound in 
board covers. It should make an excellent 
reference for old timers, and be of par- 
ticular interest to new comers to the field. 
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New Yorkers to Plav 
NEW YORK OIL HEATING ASS'N. will hold 
its Annual Golf Outing at the Engineers 
Club, Roslyn, L. I., August 20, according 
to Dan Bierman, chairman of the Enter- 
tainment Committee. The Club is ac- 
cessible by car or train or bus. 


© 

Burning Oil Distributors Assn., Chi- 
cago, held its annual golf party at Tam 
O’Shanter Country Club June 4. The 
new champion is John Wagner, of Kut- 
ten Bros., Wilmette, Ill., with runners up 
Art Doering of Spencer Petroleum and 
Frank Belmont of Braun Bros. 
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90 Brands Listed Under 
Commercial Standards 


ACCEPTANCE of Commercial Standard 
CS75-39 by manufacturers of mechanical 
draft domestic oilburners spread rapidly 
in 1941. At the end of 1940 the Under- 
writers’ Laboratories, Chicago, had tested 
and listed 44 brands of burners under the 
standards. By the end of last year the 
number of makes had more than doubled, 
totaling 90. This became known when the 
Laboratories issued its December 1941 
“List of Inspected Gas, Oil and Miscel- 
laneous Appliances.” 

The total number of domestic oilburner 
manufacturers included in both the 1940 
and 1941 lists was 221. The percent now 
having CS75-39 listing, as well as the 
usual safety listing, is now 40.7%, com- 
pared with 19.9% a year ago. 

The 91 companies who now have do- 
mestic conversion burners with commer- 
cial standard listing, together with the 
model numbers covered by the listing, are: 

Acme Oil Burner: B, B1, C, U. 

Acme Tool: J-11, J-11DL. 

Airtemp: A-8, B-6, B-10, B-9; C-6, C- 
10, CHD. 

Aldrich: 35, 35F, 35DD, 35LG, 35FF, 
35GF, 35P, 35G, 35ND, 35-OA, 35-10. 

American Mohawk: A, B, H. 

American Radiator: C, CF, D, DF, L, 
M, MF. 

Arrow Head: B-2, B-4. 

Auburn Burner: AA, A-1. 

Auto-Heat: F-1, FX-1. 

Automatic Burner: E-3, E-4, H-1, MC, 
MF, P-7A, P-7AF, W-2. 

Beckett: OB-1 to OB-5, inclusive. 

Bethlehem Foundry: Crusader, Crusa- 
der Jr., CE, FE. 

Bock: WH-3. 

Braun Bros.: MC, MF, P-7A, P-7AF, 
W-2. 

Calesco: A-1, A-2. 

Caloroil: 6, 8, 12. 

Carrier: 62D2, 62D3. 

Century: G-1, 1H-C, KF-1, 2H-C, D- 
2. Eb, E-2. b-3: 

Chandler: OG80. 

Citro: C. 

Conco: T-1, T-2. 

Concord: GJR. 

Delco: A, AF, AFO, AFO1, AO, B, 
DF, DX, D-12. 

D’Elia: A, DX, DXB, FT, DXN. 

DeSoto: D. 

Diesel: DA-0, DA-1, DA-2, DA-3. 
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Electrol: SS-1, X-1, SS-2, X-2, TCV, 
TUV. 

Fairfield: P. 

Fluid Heat: BN-3, P-3C, P-6, P-9, P- 
12, Type S Model A, Type S Model M. 

Gar Wood: OC. 

Gasoroil: FDL. 

General Electric: 21DB20, 21DB26. 

General Oil Burner: F. 

Gilbert & Barker: GBOO, GBO1, BA-1, 
GB-1, BA-2, GB-2, BA-3, GB-3, BA-4, 
GB-4, GBS. 

Gold Star: J. 

Gould: C, D, DC, DE, DH. 

Hart: D-2, DS, DSL, DS-40, DSM, 
DSML, H-3, HC, HCL, HCM, HCML. 

Harvey-Whipple: K, M, T, U. 

Hayward: AAG, AAP, AG, AP, BG, 
BP, 600, 600F, 800, 800F. 

Heil: X-1, X-3. 

Herco: F-1, F-2, P-5, P-15, P-35, LV-3, 
LV-1, HR-1, RV-1, LV-2, HR-2, RV-2. 

Hipoint: A-2, B-2, C-2. 

Hoffman Specialty: HU-70, HB-75, 
HC-00, HB-100, HC-03, HB-135. 

Holland: G-1, LCG-1, MCG-1, SCG- 
1, H-4, L-4, M-4, S-4. 

Hubbard: 17CS. 

Independent: 1C-4, 1C-6, 1C-A, 1CB, 
G. 

International Heater: OB-1, OB-2, OB- 
3, OB-4, OB-5. 

S. T. Johnson: BH-0, BH-1, BH-1A. 

Korth: H-G, Sr-1, T-1, Sr-2, T-2. 

Lynn: 1B, 1F. 

McAllister: MB-1, MB-2, MB-3, MB- 
4, MBS. 

Malleable Iron: B, D, E, F, FU, H, HU. 

May Oil Burner: B, BB, NSJ, C, D, F, 
NSJ-1, N, U, O, S. 

Micro-Westco: B, BL-1, D, G-1, G2, 
LC-1, HD, LHD, LC-2, MV1, MV2. 

Miller: OG80. 

Montag Stove: D-1, E-1. 

National Radiator: Series N models §, 
I, C; Series O. 

Newton Supply: NS-01, NS-1, NS-2, 
NS-3, NS-4, NBS. 

Nu-Way: XL-2, XS-2, XL-6, XS-4. 

Oil Equip. Lab.: G. 

Paragon: AB-20, AF-20, A-25, A-50, 
A-180. 

Pennsylvania Pet. Prod.: S-1, S-2. 

Petroleum Heat & Power: P-20, P-9, 
P-10, P-21, P-22, P-12, P-13, W-1-A, W- 
1-B, W-1-C. 

Pressure: J-1. 

Quaker: 300, 303. 

Quiet-Heet Mfg.: B-2, B-4, C-1, E. 


R-S Products: SP. 

Radiant Utilities: 1-M, 2-M. 

Reif-Rexoil: A3, A8, A18, BU. 

Scott-Newcomb: EM, CJS. 

Sears, Roebuck: 272.2101; 272.9061; 
272.9062; 272.9081; 272.9151; 272.9082; 
272.9152. 

Sherwood Bros.: BN-3, C, F, H. 

Silent Glow: B; C; 600; 800; 1200. 

Standard Oil (N. J.): EBOO, EBO1, EB- 
1, EB-2, EB-3, EB-4, EBS. 

Standard Utilities: A. 

Sundstrand: A-2, A-25S, B-4, B-4M. 

Thatcher Furnace: B-1, B-2. 

Timken: GC, GF, C, F, H. 

Toridheet: B, C, G, H, S. 

Town & Country: M-1, M-2, M-3. 

United States: L, S, W, X. 

Volcano: D, J. 

Wayne: K, K-3, VL. 

Weatherall: AL, CL, W, XLA. 

Westchester Home Equip.: AA. 

Westinghouse: J, JF, K. 

Whiteway: M, W. 

Williams Bros. & Miller: Hi, H2. 

Williams Oil-O-Matic: K150, K3, K- 
4.5, K7, HP-1, L-1, HP-3A, HP-7, L-3. 

York Oilburner: C, CA, F-1, FS-1, N, 
N-2. 

The Underwriters in addition have 
listed 26 makes of boiler and furnace units 
as conforming with CS75-39. These are 
as follows: 

American Stove: furnace units A-55- 
GB, H-55DF, A-65UB, A-75GU, A-85- 
RB, A-100RB. 

Bethlehem Foundry: boiler units 24, 36, 
48. 

Conco: boiler-furnace unit M-1. 

Delco: boiler, furnace, and water heat- 
ing units using following burner models: 
Ao, AFO, AFO1, A, AF, B, DF, DX, D12. 

Gar Wood: water heater units S-40, S- 
50; boiler and furnace units Type O. 

General Electric: furnace units 21 VB- 
21B, 21VB22B; boiler units LA20, LA- 
22, LA32, LA34, LA42, LA44, LAS4, 
LB20, LB22, LB32, LB34. 

General Oil Heating: boiler unit GH-1. 

Gilbert & Barker: boiler and furnace 
units GBOO, GB0O1, BA-1, GB-1, GB-2. 

Gillen: furnace units C-60, C-80, C- 
100. 

Hoffman Specialty: furnace units HU- 
70, HB-75, HB-100, HB-135. 

Holland: furnace unit 130. 

International Oil Burner: furnace units 


R-5, R-7. 
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McAllister: boiler and furnace units 
MB-1, MB-2. 

Norge: furnace units OD-65, OD-70, 
OE-80, 90-CS, 120-CS. 

Nu-Way: furnace units XL-2, XS-2. 

Paragon: boiler units B410, B550. 

Perfection Stove: furnace units 82; 83; 
92; 93; 100A; 101A; 200A; 300A. 

Petroleum Heat & Power: boiler unit 
W-1-B. 

Premier Furnace: furnace units 210P, 
220P. 

Quaker: furnace units 210B, 220B, 
210P, 220P, 230B, 233B, 230A. 

Sherwood Bros.: water heater units 30- 
E, 40A, 50B; boiler units A-S-8, A-W°8, 
BAR; furnace units FCR, FER, FFR, 
FAR, FAP. 

Silent Glow: boiler unit C. 

Standard Oil (N. J.): boiler and fur- 
nace units EB00, EBO1, EB-1, EB-2. 

Timken: water heater units 30E, 40A, 
50B; boiler units A-S-8, A-W-8, BAR; 
furnace units FCR, FER, FFR, FAR, 
FAP. 

Toridheet: boiler and furnace unit C. 

Williams Oil-O- Matic: boiler and 
water heater units WHA, WHB, WHC. 


WPB Branches Explain 
But Do Not Interpret 


THE WORD of a minor official in a regional 
or branch office of the War Production 
Board cannot be accepted as law, accord- 
ing to J. S. Knowlson, director of Indus- 
try Operations for the WPB. “Official in- 
terpretations of priority orders or regu- 
lations,” he said, ‘tare issued only over 
the signature of the Director of Industry 
Operations, the General Counsel of the 
War Production Board, or the Assistant 
General Counsel for the Division of In- 
dustry Operations. An explanation of an 
order, indicating the order’s application 
in a particular case, may be issued by the 
branch or section chief or other official to 
whom the administration of the particu- 
lar order has been assigned. Interpreta- 
tions or explanations issued in any man- 
ner not in conformity with the above 
procedure are not official.” 

Anybody who has sought explanations 
at branch offices of the WPB readily un- 
derstands how it might be possible for a 
branch employee to misunderstand the 
meaning and intent of a specific order, 
applying to an industry in which he has 


had no experience. For example, a Brook- 
lyn oilburner dealer was recently told by 
“somebody” in the New York WPB of- 
fice that he could install a new boiler and 
burner within 30 days of the effective 
date of L-56 (i.e., anytime before April 
14), even though the building in which 
the unit was to be installed was already 
being heated by coal. L-56 clearly banned 
the conversion of present heating systems 
to oil after March 24, not only in Brook- 
lyn but in 17 eastern states and two Pa- 
cific Northwest states, and no branch of- 
fice is permitted to amend that provision. 
Dealers in doubt about the application of 
L-56 to a specific case should, as the order 
specifies, lay the facts before the Director 
of Marketing, Office of Petroleum Coor- 
dinator, Washington, D. C. 

The recent WPB action establishing 13 
regional offices may eventually help both 
manufacturers and dealers in their prior- 
ity problems. The new offices will be at 
Atlanta, Boston, Chicago, Cleveland, Dal- 
las, Denver, Detroit, Minneapolis, Kan- 
sas City, New York, Philadelphia, San 
Francisco, and Seattle. The present 120 
field offices will become branches under 
the regional headquarters. WPB reports 











The performance of burners sold as replacements today will 
influence sales in tomorrow’s markets. Sell heating satisfac- 
tion ... not just “a burner.” Sell Herco! Exclusive Herco 
features help dealers build solidly for the victory market. 


Right now, Herco is working 100% on production of 
war materials. But Herco has available for immediate 
delivery a limited number of Herco Burners. 


Sell HERCO Today and 
Build for Tomorrow’s Market! 





HERCO OIL BURNER CORP. 
LANCASTER, PA. 





time. 





HERCO 


The Oil- Thrifty 
OIL BURNER 





All Herco Burners are listed as 
approved by Underwriters’ Lab- 
oratories, Inc., for Commercial 
Standard CS75-39. 


168 Canal St. 








Canderue FOR VICTORY 


Thousands of gallons of oil are wasted 
annually because they are burned in a dirty 
heating plant. Soot causes heating sys- 
tems to rust out, thus wasting valuable 
materials that are hard to replace at this 





Let us solve your furnace and boiler clean- 
ing problems as we have solved many others. 


THE KENT COMPANY, INC. 


Branch offices in principal cities. 


The Kent Double Suc- 
tion Furnace and Boiler 
Cleaner will remove 
the soot that causes 
this waste. It is fast, 
powerful, sturdily- 
built. It cleans by 
vacuum, thus, no fuss 
—no muss. 


Rome, N. Y. 
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that it plans to place as much authority 
as possible in the directors of the regional 
offices, reserving for Washington officials 


_only the determination of overall policies. 


Such decentralization may shorten pres- 
ent delays in getting official interpreta- 
tions and explanations. 
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Sixteen Rules Cover 


Attic Fan Installation 
GROWING popularity of attic fans for sum- 
mer comfort has created a need for a com- 
prehensive manual explaining their use, 
installation, and operation to dealers well 
versed in electrical circuits but having 
little experience in ventilation problems. 
Such a manual has now been prepared by 
the Agricultural & Mechanical College of 
Texas, at College Station, Texas. Entitled 
“The Installation and Use of Attic Fans,” 
it was written by W. H. Badgett and is- 
sued as Bulletin No. 52. 

The scope of the bulletin is best shown 
by a summary giving 16 rules for correct 
installation. They are: 

“1. Be sure the motor has sufficient oil 
before being put into operation. 


“2. See that the fan rotates freely by 
hand before it is first turned on. 

“3. Check the voltage on the motor 
name plate and be sure that the line volt- 
age is correct. 

“4, Examine the motor starting mech- 
anism. 

“5. Check the adjustment and align- 
ment of the belt. 

“6. Be sure that all electrical connec- 
tions are tight, for loose connections will 
cause low voltage at motor terminals and 
possibly create a fire hazard. 

“7. Tighten the bolts holding motor to 
bracket and bracket to fan; tighten the 
set-screws holding fan shaft in hub; prop- 
erly align motor and fan pulleys, and 
tighten set-screws on each. 

“8. If the motor gets too hot and the 
speed seems to slow down, check the line 
to the motor and the voltage at the motor. 

“9, Never start the fan without first 
seeing that a window or door is open. 

“10. Be sure that no rigid connection 
is made to the fan housing. 

“11. Do not accept a motor without 
automatic thermal overload protection. 

“12. Never place the fan so that air 
will blow against any obstruction. Clear- 


ance on the exhaust side of the fan should 
never be less than five feet. 

“13. Employ adequate fan capacity; 
purchase only fans with certified ratings. 
Insist on adequate ceiling grille and 
louvre area. 

“14. Do not fail to provide a door over 
the ceiling grille and the exhaust open- 
ings which may be closed in winter. 

“15. Regardless of how well balanced 
a fan may be, it should be installed on 
vibration dampeners and a canvas connec: 
tion made to the suction box. 

“16. If possible, locate the fan over a 
partition wall, and avoid placing it closer 
than one fan diameter to the nearest side 
of the ceiling grille.” 
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Dorex Div., W. B. Connor Eng. Corp., 
New York, has issued two new folders on 
air diffusers. Bulletin WF-13 discusses the 
new Model F high velocity ceiling type; 
Bulletin D-15 explains the type DEE 
volume damper. 

Railroad income from transporting pe- 
troleum products in 1941 was $260,000, 
000, an increase of 12% over 1940, ac- 
cording to ICC. 














OHIO STREAMLINE 


MOTORS 


Add to the appearance of and provide 
reliable power for modern appliances 


Types—Split Phase and Capacitor 
Speeds—1140, 1725, 3500 RPM 


Power—1/20 to 2 HP, depending on speed 


Voltages—Up to 220 A.C. 
Frequencies—60, 50 and 25 cycles 
Bases—Solid, Resilient or Flange 


Initiative 








Mountings—Horizontal, Sidewall, Ceiling or 
Vertical, with shaft up or down 


What is your problem? 


THE OHIO ELECTRIC MFG. CO. 


5913 MAURICE AVE., CLEVELAND, OHIO 
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May “took the initiative” in the oil burner’s pioneer days .. . 
retained it ever since with an unbroken series of trail-blazing 
engineering achievements. The famed Gerotor Pump, to cite one. 


May Oil Burner Corp. @ Baltimore, Md. 


“SUPPLIERS TO UNCLE SAM”’ 
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New Products 





Heat Baffle 


MADE TO BE INSTALLED on top of combus- 
tion chamber wall, the new “Myka-Disk” 
baffle has adjustable legs for three differ- 
ent height levels, 4, 5, 6 inches. May be 
spotted to chamber with bonding cement 
if desired, but claimed not necessary. 
Baffle said to provide faster heating, low- 





a 


Adjustable baffle 





er stack temperature, less soot formation 
and less combustion noise, resulting in 
average 10 to 15% fueloil saving. Made 
by Insulation & Refractories Co., Wil- 
liamson, N. Y. 

©} 


Equalizing Air Flow 


THE ANEMOSTAT EQUALIZING DAMPER, 
made by the Anemostat Corporation of 
America, New York, has unlimited ad- 
justments in equalizing one sided air flow 
—controlling the direction of flow—as 





Equalizing damper 
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well as controlling the volume up to 60% 
of the supply air. It is described as a sim- 
ple device of galvanized steel which fits 
at the top of duct leading to the outlet. 

Due to its construction, consisting of a 
series of scientifically designed blades, each 
independent of the other, the Equalizing 
Damper controls the flow of air passing 
through it. It can be set for any condition, 
the adjustment being changed as often as 
desired and as conditions make it neces- 
sary. Made in three sizes—small, medium 
and large. Although primarily designed 
for use on the Anemostat system it is said 
to be equally efficient on many of the dif- 
fusion installations. 
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Salvaging Doubtful Nozzles 


DEVELOPED to enable oilheating dealers to 
make use of nozzles removed from instal- 
lations, the Harvey Nozzle Tester, manu- 
factured by Sid Harvey, Inc., Valley 
Stream, N. Y., determines actual dis- 
charge rate of any nozzle, old or new. 

Outfit consists of connector from pump 
to nozzle, glass jar, nozzle discharge scale 
and timer. Only three minutes said to be 
required to determine present capacity of 
any nozzle at predetermined pressure. 
Test claimed to be accurate, simple, and 
equipment inexpensive. 
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Furnace in a Flue 


A HEATING UNIT called the “Fluemaster” 
which employs a chimney heating princi- 





Saves floor space 


ple has been announced by Round Oak 
Co., Dowagiac, Mich. 

The Fluemaster is entirely concealed 
inside the chimney—with fire pot on 


either first floor or basement Jevel. No 
room space is required. A heavy metal, 
porcelain enameled heat exchanger flue 
through which the hot combustion gases 
travel, extends up above the attic floor 
(inside the brick chimney) where a quiet, 
electrically operated fan and automatic 
blower control is located. This fan forces 
the radiated heat downward, in a counter 
flow, through baseboard, wall or ceiling 
grilles, and circulates it in the various 
rooms. Return air is drawn through wall 
baseboard grilles, through studding spaces 
and attic floor joists, back into the blower 
—and again down through the chimney 
heating space. 





Recessed Air Diffuser 


SPUN STEEL OVERHEAD type air diffuser 
with flow characteristics similar to those 
of venturi meter. Relationship between 
neck area of unit proper and venturi 
throat so proportioned as to create slight 
back pressure in neck at all times, auto- 
matically insuring uniform distribution 
around periphery. Capacities up to 15,- 
000 cfm. Made by Barber-Colman Co., 
Rockford, Iil. 


© 


Unit Steam Generator 


FULLY AUTOMATIC, designed to be fired 
with light oil, a new steam generator is 
being produced by Preferred Utilities 
Company, Inc., New York. 

Skid-mounted, the unit is portable, and 
is manufactured in capacities from 20 to 
500 horsepower, and with operating pres- 
sures to 200 lbs. 

Standard equipment includes pressure 
atomizing burner, electric ignition, four 
controls wired on permanent panel with 
relays and motor starters, floatless-type 
low water cuttoff and boiler feed. Con- 
version efficiency claimed to be well above 
eighty percent under field operating con- 
ditions. 
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Oilfired Airconditioner 


RESIDENTIAL furnace-burner unit made up 
of Herco Oilburner installed in Fitzgib- 





Forced air unit 


bons Directaire furnace, complete with 
humidification, filters and forced air cir- 
culation. Manufactured by Herco Oil 
Burner Corp., Lancaster, Pa., the burner 
is equipped with “Visaflame” controls. 


© 
Hot Water Tank Jacket 


MANUFACTURED BY the Hinde & Dauch 
Paper Co., Sandusky, Ohio, a new tank 
jacket, made of patented 5-ply air-cell in- 
sulation, provides more rapid heating and 





Holds water heat 


longer heat retention for domestic hot 
water storage. 

Said to be easily applied, joint seals are 
readily made with cloth tape matching the 
wood grain, grey and green finishes which 
are available. Made in 30 and 40-gallon 
sizes; low priced. 


© 


Thermostatic Bimetal 


CLAIMED FOR THE NEW 46650 thermo- 
static bimetal made by the W. M. Chace 
Co., Detroit, are increased sensitivity, 
closer temperature differential and quick- 


OIL HEAT, July, 1942 


er response, due to less mass in the ele- 
ment. 

With the more sensitive product it is 
possible for manufacturers of controls to 
design instruments that would not other- 
wise be possible; further, the overall size 
of controls can be reduced. 


© 

Plastic Tubing Fittings 
FITTINGS MOLDED FROM SARAN, new ther- 
moplastic, are now available for tubing 
sizes Ye” to 44” O.D. By means of these 
fittings it is now possible to set up a com- 
plete, chemically resistant piping system 
without the use of any metal, thus ef- 
fectively breaking the bottleneck of avail- 
ability of materials for this purpose. 

The fittings have a high tensile and 
bursting strength, are non-corroding and 
non-aging and, being non-conductors of 
electricity, are able to prevent the forma- 
tion of galvanic couples. They can be used 
with equal facility on metal tubes. 

They are fabricated by the Acadia Syn- 
thetic Products Division of the Western 
Felt Works, 4115 Ogden Avenue, Chi- 
cago, Illinois, who also process SARAN tub- 
ing, pipe, rod and sheet. 


© 
Fueloil Price Charts 


A NEW SERIES of price charts has been an- 
nounced by Degree Day Systems, Inc., 51 
West 42 St., New York. Each eight by 
six inches, the new charts are printed with 
gallons in red, prices in black, with scales 
in tenths and quarters from $.001 to .219. 
Charts are covered with “Fuel-O-Film,” 
a transparent plastic which protects and 
also permits cleaning; they were designed 
to minimize time of figuring delivery 
tickets. 


© 


Draft Control for Ranges 


FIELD CONTROL DIVISION, Mendota, Illi- 
nois, announces a new Field Barometric 
Draft Control—Type “K-A”—designed 
for use in coal, oil and gas-fired cooking 
ranges. The new control is designed for 
installation by the stove builder as an in- 
tegral part of his cooking range. 

The new K-A Control is fabricated 
from blue steel and features the standard 
Field “Rocking Chair Axis Action” de- 
sign. It measures 4!/7” x 7”, and reaches 





Draft control 


the manufacturer set (a nonadjustable, 
tamper-roof setting) to his specifications. 


© 
W-R Thermostats for 


Hazardous Locations 


EXPLOSION-PROOF line-voltage thermostats 
for controlling air temperatures in large 
spaces have been announced by White- 
Rodgers Electric Co., St. Louis, Mo. 
These hydraulic action controls are made 
in two models; one is self-contained, and 
the other is for remote control with a 
bulb that can be placed in a duct, walk-in 
cooler, liquid bath, etc. Either type may 
be had with external knob or internal ad- 
justment, or with fixed differential. 

Instruments are listed by Underwriters 
Laboratories. Semi-steel cases are tapped 
for 4, in. conduit fitting. 


© 


FHA Urges Homeowners 
To Insulate To Save Fuel 


A RECENT RELEASE of the Federal Hous- 
ing Administration urging homeowners to 
insulate their dwellings has been printed 
in newspapers throughout the country 
and paves the way for oilburner dealers 
to expand their sales activities in this 
field. “Owners of homes which leak heat,” 
the release said, ‘can contribute much to 
the war effort if they insulate and thus 
save fuel. It may be, in fact, that they will 
have to use less fuel next winter, whether 
or not they insulate . . . Luxury loans are 
out for the duration of the war, as far as 
the FHA program is concerned. But loans 
for adequate insulation, with the conse- 
quent saving in fuel, are very much in 
order. Reliable dealers, contractors, and 
others can advise homeowners on what 
steps to take in insulating.” 
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To Dealers Who Want to Stay 
In Business During the War: 


Oil Burner Service Is One of Your Most Important 
Sources of Revenue. Do It Efficiently and Profitably! 


GET YOUR INFORMATION FROM MEN WHO KNOW THE SERVICE PROBLEMS AND HOW 10 LICK THEM 
ai 


NE 


— 





Here is a volume which will help you a great deal. It is made 
up of the best articles on the subject that have been pub- 
lished in AIR CONDITIONING & OIL HEAT in recent years. 











Single ideas, short-cuts and bits of advice in this book will be 


worth many times more than the purchase price, to you. 


The subjects covered are: 


How to balance a steam system 


How and why of venting steam 
radiators 


Theory of oil combustion and CO, 
How to get accuracy 

How to use an efficiency chart 
How to figure combustion chambers 
How to install for greatest efficiency 
How to baffle a boiler or furnace 


How to test an oil burner installa- 
tion 


How to adjust a burner without 
instruments 


How to calculate stack loss 

How to determine the firing rate 
Effect of firing rate on cost 

How to service commercial burners 


How to deliver fuel oil automati- 
cally 


The meaning of draft 
How to check a burner 


How to survey a job for estimating 
and installing a burner 


Send your $2. today and get the benefit of the detailed, 
accurate and proved data in this book. It has been prepared 
by men who know the oil burner business and make their living 


in it. 


Book Department 
Heating Journals, Inc. 
232 Madison Ave., 
New York City. 


OIL BURNER 
SERVICE 








Price $2.00 
ANG) BURTORITS & ON Deve 

















232 Madison Ave. New York, N. Y. ye 


., 





8!” x 11%”. Printed on white, 70 lb. paper with 
black ink. Many drawings and illustrations. Heavy 
paper cover. Strongly bound. 64 pages and cover. 
A serviceable book. 


(Fill out coupon; attach check or money order and send today) 


Attached is $........... for which send me........ copies of your book 


PRACTICAL OIL BURNER SERVICE. 
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Regulations we live by .... 


Limitation Order L-56: To Curtail the 
Consumption of Fueloil. Bans the delivery 
of fueloil in the East after March 14, and 
in the Middle-West after June 1 to users 
with standby equipment unless such 
equipment is being used to full capacity; 
bans delivery of fueloil after April 13 in 
the East and June 15 in the Middle-West 
to new or old houses never before oil 
heated, unless the foundations for the 
new house are completed in the East by 
April 13 and in the Middle-West by 
June 15, and the original contract speci- 
fied oilheating; bans delivery of fueloil in 
the East after March 23, and in the Mid- 
dle-West after June 1 to installations con- 
verted from other fuels to oil. 

Cut deliveries of oil for central heating, 
space heating, water heating, and cooling 
equipment to 50% of that delivered in 
the same month last year in the eastern 
area of the Atlantic Coast States, Oregon 
and Washington. 


GENERAL EXCEPTIONS. Order does not 


apply to oil for use in internal combustion 
engines or ships other than pleasure craft. 
Does not apply to range oil or kerosene 
for cooking or illumination. 

Order also prohibits the delivery of oil 
to burners installed to replace worn out 
or damaged burners whenever the boilers 
or furnaces are adaptable to the burning 
of other fuels, except where coal is not 
available, or its use is prevented by tech- 
nical factors. 


Limitation Order No. L-74: To Curtail 
the Production of Oilburners. Applies to 
mechanical, steam, or air atomizing burn- 
ers; vertical or horizontal rotary burners, 
and mechanical vaporizing burners. Pro- 
hibits the production after April 15 of 
any burner with a capacity exceeding 15 
gph, or burners designed for ships, cooking 
and for heat treating and processing, 
except to fill orders rated A-10 or bet- 
ter; prohibits the production after May 31 
of any burner with a capacity of 15 gph 
or less; limits the April and May pro- 


duction of the smaller capacity burners to 
1/12 of 1941 output..Complete text of 
original order in May issue, page 18, and 
amendment text in June issue, page 10. 
Limitation Order No. L-79: Plumbing 
and Heating Equipment. Prohibits the sale 
after April 16 of any heating equipment 
used primarily for building warmth, or 
of any accessory connected to the primary 
heating unit, unless necessary for certain 
classes of farm work, or designed for hos- 
pitals, surgical or dental equipment, for 
barber shops or beauty shops. Exceptions: 
(1) any item sold at retail for less than $5; 
(2) equipment sold to fill orders rated at 
A-10 or higher; (3) equipment sold by a 
retail dealer to any other retail dealer or 
to a distributor, jobber, wholesaler or 
manufacturer; (4) equipment sold by a 
distributor, jobber, or wholesaler to any 
other distributor, jobber, or wholesaler or 
to a manufacturer; (5) equipment in 
transit on day the order became effective; 
(6) domestic stokers for conversions, and 
(7) oil burners for replacement where the 
replacement will effect a saving in oil, pro- 
viding that such replacement does not 
conflict with any other order. Summary 
of Amendment in June issue, page 11. 
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CLEVELAND 
TORIDHEET DIVISION 


HELPS ‘RING THE BELL’ 


FOR INDEPENDENCE 


Toridheet did not need the shock of war to create 
equipment which would cut fuel oil consumption. 
Almost a quarter-century ago our engineers toiled 
to design oil burners which would be incompar- 
able in performance. 

You owe it to yourself and to the nation to install 
the type of heating equipment which delivers most 
heat from least fuel. That's why you should inves- 
tigate Toridheet now. 

Write at once for more information. 


Oil Burners *% Air Conditioning Units * Oil-Burner Boilers 
Coal and Gas Furnaces *% Water Heaters 








STEEL PRODUCTS CORP. 
CLEVELAND, OHIO 














E. WESTMORELAND AND SALMON STS. 
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JOBS: By providing Dealers with proven 
equipment for revamping old burners and 
servicing others—their only salvation for 
the duration. 


OIL: By boosting combustion efficiencies 
—Minimum of 10% CO, can be guaranteed 
where equipment can be properly installed. 
5% increase in CO saves roughly 14% on 
oil consumption. 

Do you have your copy of Circular #11141 
on latest type air mixing equipment? 


Note: Dealers A-10 ratings are ample to obtain any 
of our Oil Burner accessories. 


MONARCH MFG. WORKS, INC. 








PHILADELPHIA, PA. 


41 





Limitation Order L-22. Limits large 
manufacturers or assemblers of warm air 
furnaces (those making 8000 units a year 
or more) to 50% of the iron or steel used 
in 1940. Limits small manutacturers 
(those making less than 8000 units a 
year) to 90% of the iron and steel used 
in 1940. Space heater and floor furnace 
manufacturers are not included in the 
order. 


Limitation Order No. L-42: Plumbing 
€ Heating Simplification. SCHEDULE lI. 
Limits production, except for ships other 
than pleasure craft, of bronze and brass 
gate, globe, angle, and check valves of 
YZ" to 3” sizes to working saturated steam 
pressures of 100, 125, 150, 200 and 300 
psi; also of iron body valves of 2” to 12” 
inclusive to steam pressures of 125 and 
250 psi, and of iron body valves of 3” or 
less to 150 psi. SCHEDULE Ul. Limits the 
manufacture of grey cast-iron, malleable 
iron, and bronze and brass pipe fittings, 
except for ships other than pleasure craft, 
to the sizes and types recommended in Bu- 
reau of Standards Simplified Practice 
Recommendation No. P185-42. sCHED- 
ULE 1. Requires manufacturers of low 


pressure heating boilers to cease making 
metal jackets Mar. 16 and to eliminate 
fusible plugs and tricocks after June 1. 
Any boilers in stock June 1, so equipped, 
can be delivered. SCHEDULE vi. Limits 
production of cast-iron tubular radiators 
after April 16 to the following sizes: 


No. tubes Height Weight* 
3 2" 4.7 
+ 19, 22 & 25” 4.7 
5 22 & 25” 4.7 


6 14, 19, 25 & 32” 4.7 
*Pounds per sq. ft. of htg. surface. 
SCHEDULE Vu. Prohibits the use of cop- 

per in hot water heaters, tanks and coils 
unless the heaters, tanks, and coils are to 
be used in defense housing. SCHEDULE 
vin. Limits and simplifies low pressure 
thermostatic radiator traps, low pressure 
float and thermostatic traps, low pressure 
boiler return traps, strainers and low 
pressure supply valves. SCHEDULE IX. 
Limits direct fired gas water heater tanks 
to 20, 30 and 40 gallons, eliminates metal 
jackets and models requiring more than 
one flue, and prohibits copper or brass in 
the cold water inlet and draw-off cocks. 
Effective May 15 for production and de- 
men 





HELPS FOR READERS. — 


1941-1942 SPECIFICATIONS BOOK OF OIL BURNERS AND FUELOIL 


Gives specifications for 2200 models and makes of burners by 237 manufacturers. 


Preference Rating Order No. P-84: 
Plumbing and Heating Emergency Re- 
pairs. Provides A-10 rating to orders for 
parts required to repair or replace prima- 
ry heating equipment which has worn out 
or been destroyed or damaged. Instailers 
or suppliers may assign rating themselves 
by properly endorsing each order. Install- 
ers may not apply rating until they ac- 
tually need the parts and suppliers may 
not use the rating unless their inventories 
conform to certain restrictions. 


Excepted are orders placed by install- 
ers for parts valued at less than $10 and 
including no single part costing over $5. 


When replacing a unit costing the in- 
staller $50 or more, the installer must at- 
tach to his material purchase orders a 
statement signed by himself and the cus- 
tomer certifying that the unit could not 
be repair and giving identifying details of 
both old and new units, including model, 
make, size, and serial number. 


Suppliers’ Inventory Limitation Order 
L-63. Limits the inventories of plumbing 
and heating suppliers and oilburner sup- 
pliers or distributors whose total inven- 
tory at cost, including consigned stocks, 


Gives grade of oil officially specified for each 


burner, method of atom‘zation, air source, ignition data, oil feed, gph rating and motor size .......... ee cece cee eee eee 50c 


(Bulk purchase orders on request.) 


BEACON BOILER REFERENCE BOOK 
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Contains 7116 listings of boilers and boiler-burner units up to 2,000 sq. ft. steam and equivalent hot water—new, old and obsolete. 
Comp‘ete ra‘ings and specifications on 195 makes, 412 trade names. Particularly valuable regarding old and obsolete models. 
Gives model number and name, rating, firing rate (coal and oil), heating surface, firebox dimensions, floor to crown sheet, grate 
size, floor area, base height, chimney dimensions, smoke pipe diameter and whether boiler is steel or cast iron. Also, name and last 
known address of manufacturer and ind'cation of whether the model is obsolete, or when it was made. 554 pages. Handy size for 
aracet edek“CaSe OF. ‘GES. Stir Cy MMMM 667 ec colic: «sb s ole eisie bb ea oni d swe cis Hines wale sewn $3.00 per copy; $3.25 if sent C.O.D. 


SELLING AND HANDLING FUELOIL 


A 32-page booklet, covers fueloil distribution from bulk plant to cus‘omer’s tank: Covers planning and operating bulk plants, 
operating tank trucks, selling fueloil, specifications and variables, automatic deliveries, etc. ........ 22... eee cece cece eee eeee 50c 


KNOWING THE A TO Z OF CO, 
This invaluable booklet shows you how you can test your customers’ burners by modern methods of obtaining a high COg rating 
and a low stack temperature. Be efficient and use this up-to-date booklet in your service work ..............00. ec eeeeeeees $1.00 


HERKIMER SERVICE MANUAL 


Now you can buy this famous manual. It is a complete service and installation guide for oilburners, gas furnaces, and _ stokers 
written for the expert as well as the beginner. It is distinguished as the basis of the Herkimer Institute courses...........$4.00 


REDUCING FUEL OIL BILLS 


This amazing booklet will help you show homeowners, in a language they can understand, how you can save them money. Mini- 
mize your customers’ oil bills and make a real profit with the right kind of service ............ cece cee eee e ee ee eee e ee eeeees 50c 


Because of the thousands of small orders we receive, we ask that cash, stamps, money orders or checks be sent 
with all orders. If you wish to order C.O.D., an extra charge of 10% is made to cover shipping and collection 
fees. 


FUELOIL & OIL HEAT 


232 MADISON AVENUE 
NEW YORK CITY, N. Y. 
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exceeds $20,000. A supplier in the East- 
ern and Central Time Zones is required 
to limit his inventories to twice the dollar 
value of sales of the specified types of 
supplies which he shipped from stock in 
the second preceding calendar month, or 
to an amount equal to two-thirds of the 
dollar value of such goods sold by him 
during the three preceding months; in 
other time zones suppliers may carry in- 
ventories equal to three times the amount 
of his sales in the second preceding month, 
or equaling the dollar value of sales dur- 
ing the full period of the previous quar- 
ter. Suppliers whose total inventory at 
cost is less than $20,000 and less than 
$10,000 for any one of the listed types of 
supplies, are exempt from the order. 

O.P.A. Price Schedule No. 96: Domes- 
tic Fueloil Storage Tanks. After Feb. 20, 
1942, prices to be paid by installing deal- 
ers for domestic fueloil tanks shall not 
exceed prices prevailing in the first two 
weeks of October, 1941. Manufacturers 
are ordered to attach to each tank made 
a durable label giving manufacturer’s 
name and address, size and capacity of 
the tank, and gauge of steel used. Maxi- 
mum prices established are: 


275 GALLON TANKS 
Mid- Pacific 
East West Coast 
14 gauge, 26-27 inch $18.75 $19.75 $35.50 
14 gauge. 22 inch 19.15 20.15 35.90 
12 gauge, 26-27 inch 21.10 22.15 37.55 
12 gauge, 22 inch 21.70 22.80 38.15 
250 GALLON TANKS 
14 gauge, 26-27 inch 18.40 19.40 35.10 
14 gauge, 22 inch 18.75 19.75 35.50 
12 gauge, 26-27 inch 20.50 21.55 36.90 
12 gauge, 22 inch 21.10 22.15 37.55 
220 GALLON TANKS 


14 gauge, 26-27 inch 18.00 19.00 34.75 
14 gauge. 22 inch 18.40 19.40 35.10 
12 gauge, 26-27 inch 19.85 20.95 36.30 
12 gauge, 22 inch 20.50 21.55 36.90 


200 GALLON TANKS 


14 gauge, 26-27 inch 17.60 18.60 34.35 
14 gauge, 22 inch 18.00 19.00 34.75 
12 gauge, 26-27 inch 19.25 20.30 35.65 
12 gauge, 22 inch 19.85 20.95 36.30 


Notes: Eastern prices are delivered prices 
w:th lugs; Midwest prices are prices f.o.b. fac- 
tory without lugs (maximum allowance for 
lugs, $1); Pacific prices are prices f.o.b. factory 
with lugs. Midwest and Pacific manufacturers 
can add actual transportation costs paid by 
them if shipment originates at their own fac- 
tories, or actual transportation costs from fac- 
tory to point of shipment origin, if shipment is 
made from a point other than factory. Maxi- 
mum allowance for extra transverse seam is 
75¢; allowance for each two extra lengthwise 
seas is 75¢. Prices per tank for truck or carload 
lot are about $1.50 lower. East includes Con- 
necticut, Delaware, Maine, Maryland, Massa- 
chusetts, New Hampshire, New Jersey, New 
York, Pennsylvania, Rhode Island, Vermont, 
Virginia, D. C. Pacific Coast includes Wash- 
ington, Oregon, California. Midwest includes 
all other states. 


O.P.A. Price Schedule No. 88, Revised, 
including Amendment 21. Establishes 
price ceilings on petroleum products in- 
cluding domestic heating and range oils 
as those prices currently posted on Octo- 
ber 1, 1941, together with revisions effec- 
tive in 17 Eastern States, the District of 
Columbia, and the city of Bristol, Tenn., 
which have in effect raised the price ceil- 
ings in those areas to a currently per- 
missible level 2.6 cents above Oct. 1, 1941. 


Supplementary General Limitation Or- 
der No. L-23-c: To Conserve Critical Ma- 
terials which are Used in the Production 
of Domestic Cooking and Heating Stoves. 
Applies to all manufacturers of domestic 
cooking and heating stoves (except elec- 
tric). Prohibits manufacture after July 
31 by any Class A manufacturer (whose 
factory sales totaled $2,000,000 or more 
in the year ended June 30, 1941); or Class 
B manufacturers (whose factory sales 
totaled less than $2,000,000 but is in a 
labor shortage area.) Class C manufactur- 
ers (whose factory sales volume in the 
base period was less than $2,000,000, and 
are not in labor shortage areas) may make 
“permitted” models. Use of iron and steel 





By building dependable pumps, Tuthill is giving 
aid first to our war production and fighting forces. 
Until Victory is won, your Tuthill Pumps and Fuel- 
stats can be Re-conditioned for “like-new” per- 
formance at our authorized service stations or 
at the factory. You can count on prompt, de- 


pendable, economical service. 


Write for 
full details 
today 


INDUSTRIAL oo] 


939 £. 95th streeT, CHICAGO, ILL 
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AIR FORCE 


Chicago, Ill. 















| Like the 


A happy, healthy, comfortable life! And it's our job 
—the job of the Dealers and the Manufacturers of the 
Oil Burner Industry—to help preserve the American 
Way of Life. We've done part of the task by building 
enduring, efficient oil burners in the past. Now we are 
devoting the same thought, care and manvuéacturing 
facilities to war production as a further means of pre- 
serving the American Way of Life! 





* * * * * * 





AMERICAN 
WAY OF 
LIFE! 


REG UY S&S PAT OFF 


AUTOMATIC BURNER CORPORATION 


New York, N. Y. 
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monthly in cooking stoves must not ex- 
ceed 70% of the monthly average for the 
base period, and monthly use of iron and 
steel for heating stoves must not exceed 
50% of the monthly average for the base 
period. Iron and steel in each heating 
stove must not exceed 70% of the aver- 
age weight of iron and steel per unit pro- 
duced during the base period. 


Recommendation No. 37 of the Petro- 
leum Coordinator. To Assure Delivery of 
Essential Fuel Oils to War Industries. 
Asks suppliers of fueloils to discontinue 
making contracts for the delivery of fu- 
ture requirements of oil for space or cen- 
tral heating, or for hot water supply. Au- 
thorizes suppliers to put the “no-commit- 
ment” provision into effect on and after 
June 1, and cancels contracts in force 
after June 1. Applies to all grades of oils, 
but exempts fueloils used for cooking or 
lighting. 


O.P.A. Price Schedule No. 64: Domes- 
tic Cooking and Heating Stoves. Prohibits 
manufacturers of all types of cooking and 
heating stoves from selling a stove for 
more than 112% of the lowest price 
charged for an identical model between 


Jan. 15 and June 1, 1941. Bans cost-plus 
contracts after Jan. 5, 1942. Permits 
minor changes in models, providing the 
changes do not lower quality or efficiency; 
permits substantial changes in models 
only if the changes are necessary to fill a 
defense order obtained as the result of 
competitive bidding. All other changes 
must first be approved by OPA. 


General Order No. 6 of the Office of 
Defense Transportation. Prohibits spe- 
cial deliveries and “‘call-backs” on the 
same day by any rubber-tired vehicle, ex- 
cept where necessary to protect public 
health, life and safety. After June 1 
“call-backs” in a second attempt to make 
deliveries or make collections are forbid- 
den. After June 1 all local carriers using 
rubber tires must reduce monthly mile- 
age 25% compared with the same month 
of 1941. Owners and operators must keep 
records of truck mileage, and records of 
steps taken to comply with the order. 


Preference rating Order P-100: Re- 
pairs, Maintenance and Operating Sup- 
plies. Assigns A-10 ratings to orders 
placed by specified types of producers for 
repair, maintenance, and operating sup- 


plies. Restrictions include the accumula- 
tion of material in excess of needs and 
for improvements or expansion. 

Specified types of producers include: 
Any governmental unit; firms engaged in 
manufacturing, processing, or fabricat- 
ing; warehousing companies; wholesalers; 
charitable institutions; carriers; educa- 
tional institutions; printers and publish- 
ers; radio broadcasters; telephone and 
telegraph companies; hospitals, clinics. 

The producer or his supplier, in order 
to apply the A-10 rating to deliveries of 
material to him, endorses the following 
statement on each purchase order: ““Ma- 
terials for maintenance, repair, or operat- 
ing supplies; Rating A-10 under Prefer- 
ence Rating Order P-100, with the terms 
of which I am familiar.” 


Conservation Order No. M-6-b: Cur- 
tailing the Use of Nickel in Certain 
Items. Prohibits manufacturers of plumb- 
ing, heating, and airconditioning supplies 
from using nickel in any product after 
April 1, except in valve seats and thermo 
static controls. This restriction does not 
apply to production for filling orders hav- 
ing preference ratings of A-1-k or higher. 

(Continued on page 49) 








WAYNE 


Manufacturers of Dependable Oil 
Burners for 18 Years 





quality. 


Our plant is producing important war equipment, 
but our service to dealers under war handicaps 
and limitations is up to the same high Wayne 


WAYNE OIL BURNER CORPORATION 


FT. WAYNE, INDIANA 








SPECIAL: 


$25.00 





An excellent service for advertisers. 





A List of 3600 of the Best Dealers 
Who Service Burners 


Typewritten on 9" x 12" Sheets 
Covers Entire Country 


DIRECT MAIL SERVICE—You send us your literature, stamped, 
sealed ready to go. We address it off our plates. Any state or 
group of states; any class of dealer or manufacturer. Low rates. 


FUELOIL & OIL HEAT 


232 Madison Ave., New York City 














--COMPLETE COVERAGE-- 


Illustrating Field Type M — one 
of a complete line covering every 
heating installation in your com- 
munity. Easily sold; no servicing. 


FIELD 






DEALERS: Field con- 
trols Cut Fuel Consumption Up 
to 25% ... — Help Uncle 
Sam ...-— Give You Some- 
thing More Profitable to Sell 





Write or Wire today for com- 
plete information on how the 
FIELD CONTROL line can UP 


your sales volume considerably. 








CONTROL DIVISION <x: 
MENDOTA, ILLINOIS “=” 
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TO WIN THIS WAR, more 
and more billions are needed 
and needed fast—AT LEAST 
A BILLION DOLLARS A 
MONTH IN WAR BOND SALES 
ALONE! 
This means a minimum of 10 percent 
of the gross pay roll invested in War 
Bonds in every plant, office, firm, and 
factory in the land. 
Best and quickest way to raise this 
money—and at the same time to “brake” 
inflation—is by stepping up the Pay- 
Roll War Savings Plan, having every 
company offer every worker the chance 
to buy MORE BONDS. 
Truly, in this War of Survival, 
VICTORY BEGINS AT THE PAY 
WINDOW. 
If your firm has already installed the 





Pay-Roll War Savings Plan, now is the 
time— 

1. To secure wider employee par- 
ticipation. 

2. To encourage employees to increase 
the amount of their allotments for 
Bonds, to an average of at least 10 

ercent of earnings—because 
“token” payments will not win this 
war any more than “token’’ resis- 
tance will keep the enemy from 
our shores, our homes. 


If your firm has not already installed 
the Pay-Roll War Savings Plan, now is 
the time to do so. For fuall details, plus 
samples of result-getting literature and 
promotional helps, write, wire, or 

hone: War Savings Staff, Section E, 

reasury Department, 709 Twelfth 
Street NW., Washington, D. C. 








XU. S. War Savings Bonds 


This space is a contribution to America’s all-out war program by 


FUELOIL & OIL HEAT 
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Names in the News 
(Continued from page 5) 


Rene J. (Chief) Bender, fueloil engi- 
neer for Sinclair Refining Co., Chicago, 
presented a paper, “Twenty Years of 
Progress in Domestic Oil Heating,” at the 
June 10 meeting of the American Society 
of Mechanical Engineers in Cleveland. 


Lester M. Goldsmith, chief engineer of 
the Atlantic Refining Co., Philadelphia, 
was granted the honorary degree of Duc- 
tor of Science by the Drexel Institute of 
Technology, Philadelphia, on June 13. 


Elmer Davis, newscaster of the Johns- 
Manville radio program, was recently 
chosen by President Roosevelt to head 
the new Office of War Information. Suc- 
ceeding him on the broadcast is Cecil 
Brown, famous CBS war correspondent. 


John K. Knighton, of Evansville, Ind., 
has been appointed director of the war- 
time “Victory Program” of the American 
Society of Refrigeration Engineers. 


W. S. Shipley, chairman of the board 
of York Ice Machinery Corp., York, Pa., 
was a member of the Honoray Advisory 
Committee to dedicate the new Techno- 
logical Institute at Northwestern Uni- 
versity, Evanston, Ill., on June 16. 


James T. Buckley, president of Philco 
Corp., Philadelphia, announces the elec- 
tion of three vice presidents: David 
Grimes, in charge of engineering; Joseph 
H. Gillies, in charge of radio production; 
Robert F. Herr, in charge of service. 


Stanley C. Hope, president of Gilbert 
& Barker Co., Springfield, Mass., recent- 
ly presented service plaques to 93 em- 
ployees who have worked for the com- 
pany 25 or more years. 


———ONE MONTH ONLY— 





DEGREE DAY TABLES 


SEASON TO DATE 


May May May Percent (Sept. 1 to May 31) Percent 
Normal 1941 1942 Change* Normal 1941 1942 Change* 
229 227 162 — 28.7 Albany 6516 7098 6377 —10.2 
0 2: 14 — 44.0 Atlanta 2891 3059 2891 — 5.5 
101 61 21 — 65.6 Baltimore 4590 4379 3802 —13.2 
241 199 164 — 17.7 Boston 5981 5993 5388  —10.1 
324 324 283 — 12.6 Buffalo 6782 6852 6286 — 8.3 
280° U72 33 + 35.5 Chicago 6378 5955 5547 — 68 
19 94 118 + 25.5 Cincinnati 4702 4852 4515 — 69 
20 277 (5. = 2h Cleveland 6174 5870 5572 — 5.2 
0 1 1. ore. Dallas 2455 2392 2405 + 0.5 
262 158 297 + 87.9 Denver si21 6 “Sh = OBS OA 
118 69 203 +194.2 Des Moines 6373. 5843 35739 —1.8 
217 176 226 + 28.4 Detroit 6454 6316 45808 — 8.1 
174 162 215 + 32.7 Grand Rapids 6534 6225 5815 — 66 
234 199 120 — 39.7 Hartford 6380 6320 4662 —10.4 
585 328 »=6509 + 55.2 Helena 8054 7222 7573 + 49 
0 0 0 aos Houston 1157 1238 1406 +13.6 
156 106 131 + 23.6 Indianapolis 5471 5118 4795 — 63 
15 27 134 +396.3 Kansas City 5302 4657 4468 — 4,1 
87 27 98 +2629  LosAngeles 1475 1035 1328 +283 
0 68 93 + 38.3 Louisville 4180 4353 4032 — 7.4 
339-243. 330 + 35.8 Milwaukee 6995 6621 6539 — 1.2 
258 132 290 +119.7 Minneapolis 7902 7453 6847 — 8.1 
0 0 1 +100.0 New Orleans 1023 1215 1350 +411.1 
ro 421 82 — 32.2 New York 5290 5197 4701 — 9.6 
157, 60 «217 ~-+-261.7 Omaha 6229 5715 5794 + 14 
122 79 43 — 45.6 Philadelphia 4873, 4840 4296 —11.3 
78° 183 149 — 18.6 Pittsburgh 5235. 5778 5227 —95 
568 7317... 328 = 35 Portland, Me. 7054 7446 7073 — 5.0 
198 216 249 + 15.3 Portland,Ore. 4047 3410 3980 -+416.7 
251 175 124 — 41.7 Providence 6014 5815 5304 — 88 
94 29 91 +213.8 St. Louis 4658 4319 4168 — 3.5 
234 139 365 +162.6 Salt LakeCity 5553 5034 6321 4+ 5.7 
255 151 4268 = + 77.5 San Francisco 2687 2087 2404 +152 
691 374 493 + 31.8 Sault Ste. Marie 9284 8294 8332 4+ 0.5 
319 240 262 + 9.2 Seattle 4715 3454 4103 +188 
110 141 ,193 + 36.9 Toledo 6103 6050 5621 — 7.1 
105 89 23 — 74.2 Washington 4383 4432 3900 —12.0 


*Compared with last year, not with normal. 








gurcimasmiae +A VERY GOOD REASON FOR USING MERCOID CONTROLS 


AND LONGER CONTROL LIFE 


The heart of a control is the switch. It is the one important unit deserving careful consideration 





46 








és MERCOID PRODUC 








ss 


when selecting automatic controls e Because of its relative significance in the life and function 
of a control, all Mercoid Controls are equipped exclusively with mercury switches af Mercoid 
design and construction—a proven product for dependable performance e A Mercoid switch is 
immune to dust, dirt, corrosion, oxidation, pitting, sticking of contacts, etc., all of which are com- 
mon causes for trouble. You get this extra protection with every Mercoid Control. That is why 
plant engineers throughout industry in all its branches are using them e The oil burner industry 
has always been closely identified with Mercoid Controls ever since its pioneering days. Mercoid 
Controls have taken the lead in this important field e Although priorities are now necessary, an 
adequate stock for essential uses has been provided for e Whether your requirements are for the 
present or the future— plan with Mercoid Controls and stay in the lead. An able staff of engineers 
is at your service. 


THE MERCOID CORPORATION * 4219 BELMONT AVENUE * CHICAGO, ILLINOIS 
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OUR INDUSTRY IS SERVING! 


SUNDSTRAND is helping the campaign for Victory to the best 





Model A-2 
0.75 and 
1.0 gph 
capacity. 


of its ability. 


In every phase of its service—whether to the Nation as a whole, 
or to our own industry individually, the same high SUND- 
STRAND Standards of Quality are being observed. 


SUNDSTRAND ENGINEERING 


CoO. - Rockford, Ill. 








Readers’ Gorm 


TIMKEN SILENT AUTOMATIC 
Detroit, Mich. 
Editor: 


There are a few figures in your article, 
“Service—for Profit or Fun,” which ap- 
peared in the June issue, that do not check 
with our experience. 

In Table 2, on page 10, you show a 
break-down of time usually required to 
fulfill a service contract. Our experience 
indicates that this break-down is average 
for contracts covering a single burner or 
two burners (such as an oilfired furnace 
and water heater) in the same basement. 
The average time consumed by a service 
contract on a single burner is about 6 
hours. Where two burners are covered 
on the same job the saving in time is due 
chiefly to the saving in travel required, 
and at least 9 hours of labor should be al- 
lowed for the two. The column headings 
in Table 2, therefore, should be “Single 
Burner” and “Dual Installation.” 

We have found that service time in a 
contract covering unfamiliar equipment 
is extremely hard to figure, and the 50% 


increase in time required for such service 
over that required for a dealer’s own in- 
stallations is an absolute minimum. This 
increase frequently runs 100% above the 
time required to service burners with 
which the dealer is familiar. Lacking ex- 
perience with all-makes service on which 
to base a more accurate estimate, the deal- 
er should consider the 50% increase in 
service time as rock-bottom, and probably 
he would be safer to increase the time 
required by his own equipment by 75% 
rather than 50% when figuring service 
time on types of burners different than 
those he knows. 

Also, in your example showing how a 
service contract price is calculated, you 
have referred to a “direct” labor charge 
of $23.40 (9 hrs. @ $2.60). It should be 
pointed out that the $2.60 rate per hour 
includes allowances for overhead, lost 
time and profit as shown in Table 1 on 
page 9. Since this example covers an all- 
makes service contract, it should be em- 
phasized that the 9-hour time allowance 
is minimum, and a conservative allowance 
for a contract covering equipment with 
which the dealer may not be familiar. 

F. M. JorpDaNn, Service Manager. 


From May issue “Oilheating & Air- 
conditioning Merchandising News”’: 

An item on dirty strainers in the April 
‘Readers’ Problems” section of FUELOIL 
JOURNAL inspired Eugene O. Olson, as- 
sistant professor at the Iowa State Col- 
lege, Ames, Iowa, to suggest a possible 
cause of dirty strainers in pressure type 
burners even though the oil delivered to 
the burners is clean. He explained, “There 
is another possible reason for the presence 
of particles besides the one given in the 
item. The explanation is merely an opin- 
ion based on observation of a number of 
jobs where I found this same condition. 
It occurred in burners equipped with the 
fiber type of filter which should have 
stopped any sediment coming from the 
tank or the pipe. 

“In every case it occurred in burners 
equipped with by-passed fuel units. I have 
never observed this condition in installa- 
tions with the return piped back to the 
tank. My reasoning in these cases was that 
the pump, having considerably more ca- 
pacity than the nozzle, pumped the oil 
around through the by-pass a considerable 
number of times and at considerable speed. 
This might have the effect on the oil of 
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TEST KIT 


COMPLETE 


$29-30 








Hada 


Precision Instruments 
That Simplify 
Combustion Tests 
® 


BACHARACH 
Industrial Instrument Co. 


7000 BENNETT STREET 
PITTSBURGH, PA. 















SAVE 
TIME 
TIRES 

TRUCKS 





NO MATTER WHAT! Teil shrage matey the KG 


No matter what conditions 

N/ ever. Reduces oil consumption 
are, VENTALARM can be 15% to 25%. Exceptionally high 
of great assistance in the de- 


Profitable War-Time Business 





Jackson Convertor Attachment 
a bigger seller this year than 


combustion rating. Easily in- 
stalled on horizontal gun-type 


livery of fuel oil to the con- 
sumer’s cellar tank. Write 
for our analysis “If I Were a 
MA Fuel Oil Man.” 


whistling tank fill signal 


VENTALARM 


SCULLY SIGNAL CO., 88 FIRST ST., CAMBRIDGE, MASS. 


burners. 


log! 














A real money-maker. 
low-down! Write today for cata- 


Prompt Shipment. 


Jackson Oil Burner Co. 
4385 Pacific Ave. 


Get the 





Ene 


Eastern Rep.: L. A. Root, 25 Prospect St., Milford, Conn. 


Detroit, Mich. 











breaking it down so that it might deposit 
a carbon residue which would eventually 
clog the screen of the burner.” 

Mr. Olson is not sure his theory is cor- 
rect and would like comments from others 
who may have studied the problem. 


© 


STUART SUPPLY CO. 
Des Moines 
Dear Sirs: 

I read with interest your report on what 
Gene Olson has to say about by-passing 
clean oil, clogging strainers. We have had 
some ideas of our own on this strainer 
subject for more than fifteen years and as 
our theories have worked out in practice, 
we thought you might be interested. 

I don’t know just what Gene means by 
having the oil break down as it would 
seem to me that pumping and mixing it 
would tend to keep it blended rather than 
to permit of any separation; however, 
Gene knows more about chemistry than 
I do and certainly should know more 
about oil than I know. 

We have always believed a two pipe 
job is better than a one pipe. We believe 
a two pipe job will keep a tank cleaner 


than a one pipe job as the oil could be 
filtered a number of times before it is 
finally used. We always believed where 
a two pipe job was used, the strainer ca- 
pacity should be considerably more than 
ample, and for years we have made it a 
practice to use strainers on two pipe jobs 
having about 30 sq. ins. of area. 

We have never believed it wise for a 
service man to go into a pump, or even 
into a modern fuel unit, if it is possible to 
stay out and we believe cleaning the oil 
before it reaches the fuel unit will make 
it unnecessary for him to go into it at all. 
We have any number of jobs that have 
been running for ten, twelve, or thirteen 
years that have never had the strainers in 
the fuel unit cleaned, or even opened. We 
put our big strainer at the tank so that we 
may keep dirt and water out of the line 
between the tank and the burner, and 
have on many occasions put a filter right 
at the burner with an additional shut-off 
valve between this filter and the tank. 

Cn one pipe jobs, we believe it possible 
and practicable to use a smaller flow ca- 
pacity strainer but we still like to stay 
about ten square inches of strainer area. 
On older one pipe jobs, before the days 


of fuel units, we found it good practice to 
have a strainer at the tank and the second 
strainer at the burner and put the return 
line into a tee between the two strainers 
so that any return oil would be filtered the 
second time. 

I did not read the article in question, 
but we have found dirty strainers on some 
of our very earliest jobs where we used 
galvanized iron pipe and tanks that were 
galvanized inside. On some of these, with 
some oils, we found a substance that 
looked very much like tooth paste, on the 
strainers. In time this cleared up. We 
thought it was from the galvanizing and 
we never experienced it where black iron 
was used. I am one that believes that you 
don’t get dirty strainers from clean oil. 

Much of the oil called clean is not clean 
at all. I have a source of clean oil and have 
a 100 mesh strainer in my feed line that 
has not even been taken apart for twelve 
years. Maybe it is dirty, but I doubt it. 

Am pleased and proud of you for get- 
ting together for the duration. I believe 
everybody involved will agree it was a 
good move and certainly should help all 
of you. 

WILLIAM W. STUART. 
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This complete manual of in- 
struction on designing and install- 
ing modern Forced Hot Water House 
Heating Systems and Domestic 


Water Heating Systems. Write on 
your business stationery. 


B:G 


BELL & GOSSETT CO. 


MORTON GROVE, ILLINOIS 
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We've GOT To Win! 


Victory is MY job... 


. and it’s YOUR Job! 


Together, we must make it our FIRST job! 


But, also, you have a duty to your customers— 
new equipment and repairs. For homeheat in 


Defense Housing Areas, we can supply you with 
Space Heaters, Conversion Burners, Furnaces, re- 
pair parts for all LACO burners, as well as 
primary and secondary controls. WRITE TODAY! 


HARVEY COCKLIN 


OIL BURNER CO. ' 


Dept. 742, Griswold, lowa 
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WAR ON WASTE! 


Increase efficiency of oil by keeping 
heating unit free from excess soot. 
All oil soot in fire chamber and 
flues vanishes instantly when sprayed 
with E-Z Fuel Oil Soot Destroyer. 
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TUTHILLIPUMPS 143 


We use only Genuine Tuthill Factory-Made Parts 
Service 24 Hours Every Day 


SATISFACTORY SERVICE GUARANTEED 
METRO SUPPLY COMPANY 


15 HENDERSON STREET EVERETT, MASS. 
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Oil News Confusing 


(Continued from page 14) 


Middle West, such as is now allowed for 
rail shipment from Gulf points. For this 
reason, as well as others, many feel that 
the wrong end of the line is being built. 


It is pointed out that since the whole 
line from Texas to the New York-Phila- 
delphia area cannot be built, it would seem 
more desirable to build the eastern end 
from the consuming ‘areas to some point 
on the Ohio River which could be reached 
by barge and rail from the producing 
areas. Though there are fewer rail lines 
in the area to be covered by the western 
end of the line, the traffic is lighter and 
the rail haul could be made easier. As 
now planned, oil from the end of the line 
at Salem, IIl., will be sent by existing pipe- 
line and rail to river ports, where it will 
be loaded into barges and taken to the 
Pittsburgh area and transshipped by rail 
east. A part of the line’s output will go 
to Chicago for shipment through the 
Great Lakes and New York canal system. 
Surveys now are being completed and 
construction is expected to start on the 


550-mile line by the middle of July. It is 
hoped the project will be completed by 
December 1. 

Other plans call for an 8-inch pipeline 
across northern Florida to be built with 
second-hand pipe from Texas. This line 
would handle 35,000 barrels a day which 
would be shipped by barge through the 
Intracoastal Waterway as far north as 
Norfolk. It also is proposed that the pres- 
ent Plantation pipeline now ending at 
Greensboro, N. C., be extended to tide- 
water near Norfolk. 

The success of Naval protection to 
shipping along the Atlantic Coast is indi- 
cated by the discovery of mines in eastern 
waters. Torpedoings have declined since 
convoying started, but officials warn that 
no oil can be promised by tanker this win- 
ter, in spite of hopes that considerable 
tanker movement may be attempted. 

Nobody seems to have enough infor- 
mation on the likely situation next winter 
to make a convincing story for the trade 
or for the public. But the clock and the 
calendar continue steadily on toward the 
point when nothing effective can be done, 
regardless of the need. 


Regulations 
(Continued from page 44) 


Preference Rating Order No. P-98: 
Priority Rating for Petroleum Refining, 
Transportation, Production, and Market- 
ing. Assigns A-10 rating to orders for ma- 
terial necessary to maintain or repair a 
fueloil distributor's property and equip- 
ment, or to maintain his operating sup- 
plies. Order excludes materials required 
to maintain or repair anything classified 
as a fixed asset; also excludes material for 
improvements or expansion. 

Distributor applies the A-10 to deliv- 
eries of material from suppliers by en- 
dorsing the following statement on the 
original and all copies of purchase orders: 
‘Material for (state purpose), rating in 
accordance with paragraph (insert para- 
graph number of Order P-98 which ap- 
plies), authorized by Preference Rating 
Order P-98, with the terms of which I am 
familiar.” 

All order for material placed under P- 
98 must be countersigned by a field rep- 
resentative of the Office of Petroleum 
Coordinator, unless for supplies costing 
less than $500. Order extended to July 31. 





Ir on 
AND STRIPS 
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Rajah Terminals to ignition cable 
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without the use of solder or any other tools 





TRE ORIGINAL. 


The RAJAH 
COMPANY. 


Bloomfield, 


N. J. 33 West 60th St.. New Y 











PREFERRED ORAFT-A-JUSTOR 


AUNDREDOS OF THOUSANDS IN USE. 
Holds the draft constant in the fire box. S 


Scientific draft control for the 
smallest to the largest jobs. 


Stove. domestic. and 
commercial sizes from 
4" to 24” in diameter. 


industrial sizes from 
24” x 24” to 5’ x 12’. 


WRITE FOR LITERATURE AND TRADE PRICE 
PREFERRED UTILITIES ES MFG. C CORP. 






STILL THE BEST. 


39 Beacon St. 
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FUELOIL & OIL HEAT CLASSIFIED ADVERTISING 


oe are payable in advance. The rate is 75 cents per 
line, with a minimum charge of $4.50 for six lines or less. 


SAVE TIME: SAVE WORK. INSURE ACCURACY IN FIGURING 
FUEL OIL DELIVERY TICKETS. Use our price charts—from .001 
to 21.9 cents. In tenth or quarter cents, for fuel oil-kero- 
gasoline. Price only $1. A very useful chart. Protected by 
“Fuel-O-Film” plastic cover. DEGREE DAY SYSTEMS, 51 W. 
42nd Street, New York, N. Y. 


Oil Burner Service Manuals Wanted. I will buy any manu- 
facturer’s make oil burner Service Manual. Phone Jamaica 
6-3083 or Stillwell 4-0700. Write William Razin, 80-61 
161 Street, Jamaica, N. Y. 


DEVELOPMENT ENGINEER, competent to handle re-design 
work on vaporizing and atomizing oil burners. Leading 
manufacturer desires to supply exceptional products after 
the Duration, and offers a future to a man permanently in- 
terested in oil heating. State experience, qualifications, draft 
status, and anticipated salary, also brief outline of your 
method of procedure with this type of assignment. Box 448, 
FUELOIL & OIL HEAT, 232 Madison Ave., New York, N. Y. 
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WRITE US for descriptive literature of our Oil Burner Elec- 


“trodes and Accessories. Specialty Sales & Service Corp., 


138 Holden Street, Minneapolis, Minn. 


Probert ‘ BURNER 

SUPPLIES 

KEN TINNED “SOFSTEEL™ TUBING replaces copper. Bends 
and flares easily. 50’ coils. Sizes 1/4, 5/16 or 3/8” o.d. 
DEALERS SAVE MONEY—write for our catalog of all installa- 
tion accessories and replacement parts for oil burners, stokers 
and automatic heating. Robert Barclay, Inc., 130 N. Peoria 
St., Chicago, IIl. 


GAUGE POLES 


Hard Maple—Gallonage Readings—etc. All lengths—Per- 
manent impression—Quantity discounts—Quick shipment— 
Acme Company—340 W. Huron Street, Chicago, Ill. 


Those Old Nozzles—that you have hanging around! You can 
test and recalibrate them in 3 minutes with Sid Harvey’s 
Nozzle Tester—Accurate—simple and practical. Only $2.00 
complete. Sid Harvey, Inc., Valley Stream, N. Y. 


OUR SYSTEM FOR AUTOMATIC FUEL OIL DELIVERIES used by 
more distributors than any other method! It’s simple—cuts 
cost—saves gasoline and tires. See your trucks last through the 
war. Install Now and meet all Government regulations. 
DEGREE DAY SYSTEMS, 51 W. 42nd St., New York, N. Y. 
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Just take a look at the record! Last year, in addition to a tre- 
mendous volume of civilian business, standard Aldrich products 
—both boilers and burners—were chosen for many Defense 
requirements. That means the Aldrich Company today has 
facilities capable of producing these high quality units in vast 
quantity. Quality—and quality alone—has been responsible 
for the vast Aldrich growth; quality so outstanding that only a 


minimum of sales effort has been required. 


Same High Quality in 1942 


With quality remaining the watchword, Aldrich has no fears for 
1942. With fewer units to sell we know that you, as well as the 
government, demand highest quality. Because of Aldrich’s tre- 
mendous volume, our costs have not been seriously affected—we 
are in a much better-than-average position to take care of deal- 


ers. We are proud indeed to be building for you and Uncle Sam 


ALDRICH COMPANY 





-HERE’S THE RECORD ) 
FOR 1941 


(Percentage based on 
figures of industry vol- 
ume, released by Fuel- 
te oil Journal Oil Heating 
and Air Conditioning). 


Aldrich sold and ship- 
A ped 12.46% of all high- 
pressure, gun-type do- 
mestic burners—one out 
of eight—and 8.55% of 
_ all domestic oil burners 
vr sold, including pot type. 


At the end of the year, 
6.34% of all domestic 

» high pressure burners in 
; operation were Aldrich- 
built; 3.95% of all do- 


mestic burners. 


Although our first year, 
Aldrich sold 13.8% of 
all steel burner-boiler 


oe 


units; 5% of all burner- 





boiler units. 


Dependable 
Aldrich NEW 
DEPARTURE 
Oil burner with 
exclusive features 








Way 2 RN SR SENS 












with BRODIE METERS 
and BRODIMATIC counters... 


With miles and minutes just as precious as rubber and steel, conserva- 
tion of tank truck equipment becomes increasingly important to present 
day marketing operations. Each truck equipped with Brodie Meters and 
Brodimatic Counters can handle more gallonage in less time--covering 
more territory with less mileage. Filling operations are speeded-up 
through simultaneous multi-compartment loading. Systematic routing 
and partial compartment dumps facilitate deliveries. As a result, three 


trucks can be made to do the work of four. 


RALPH N. BRODIE CO., Inc. 
953 GOlst St., OAKLAND, Calif., U.S.A. 
Cable Address: “BRODICO” ¢ Division 
Offices: Chrysler Bldg., NEw YORK CITY 
59 East Van Buren, CHICAGO, ILLINOIS 
302 South Pearl Street, DALLAS, TEXAS 





REPRESENTATIVES AND STOCKS 
IN ALL PRINCIPAL CITIES 





SAVE 


TIME 


SAVE 


MANPOWER 


SAVE 


MILEAGE 


SAVE 


EQUIPMENT 


SAVE 


MONEY 

















WRITE 


for full details, 
today! 


DRODIE METERS 


EQUIPPED WITH BRODIMATIC COUNTERS 





